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NATIONAL 


No. 805 
Garage Door Set 


If a heavy storm comes up during the night, as is apt to most any time 
now, will your garage be accessible in the morning? Will the rain, sleet 
and snow beat in—or is your garage impervious to the elements? 


These are questiuis which car owners everywhere are giving serious con- 
sideration right now—for the time to prepare is before a thing happens 
—before winter arrives in full force. 


To hardware dealers it’s the logical time to make a strong drive for this: 
business—to offer car owners garage hardware that possesses these ad- 


vantages. 


The National No. 805 Garage Door Set does. It gives free and easy 
access to the garage in all kinds of weather and is absolutely weather- 
tight. It consists of 


1 Swivel Hanger 1 No. 29 Latch 
6-foot Braced Rail 1 No. 820 Chain Bolt 
1—4!4 inch No. 30 Safety Hasp 1 No. 830 Foot Bolt 
9—4 x 4 inch No. 505 T.P. Butts 1 No. 5 Pull 


All necessary bolts and screws 


and—full directions for attaching. May we send you our catalog and. 
quote prices? 


National Mfg. Company 


Sterling Illinois. 
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Making Your Window Displays Talk 


H. P. Aikman, Cazenovia, N. Y., Tells What a Smill ‘Town 
Merchant Should Do to Make the Hardware Business the 
Big Business in the Center of the Farming District 


ware store advertise like its 

city brother?” That was how 
I opened up on Horace P. Aikman, 
Cazenovia, New York, the other day. 
And then I learned some of the fine 
points to the selling game in the 
small town. 

“Yes,” was the emphatic reply, 
“and the small town hardware needs 
more advertising than the city con- 
cern. Take this window here, with 
the moving display of fishing tackle. 
That sells tackle for me when the 
followers of Sir Isaak would go right 
past thoughtlessly otherwise.” 

Mr. Aikman says that this moving 
table display, no matter what line he 
shows, always is his best salesman, 
and always brings big results. If 
anything moves a little too slowly 
Aikman calls upon this revolving 
table and it has always cleaned him 
out of the goods he asked it to sell 
for him in this small town of per- 
haps 2000 population. The running 
expense of this table is half a cent 
a day for electric current and Mr. 
Aikman is most emphatic in his 
statement that he could not succeed 
in business without it. 

People in the small towns will stop 
and look over a moving display. They 
don’t see nearly so much of this as 
city buyers and the most simple 
moving display attracts their atten- 
tion, rouses their curiosity and makes 
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By F. E. BRIMMER 


them anxious to buy the article. 

At times the H. P. Aikman store 
has four revolving tables on the ped- 
estal in operation. When I visited 
the store there were but two. The 
windows are small and Mr. Aikman 
doesn’t believe in crowding or con- 
fusing with too great a display. 

But he says that always the heavy 
sale of goods for the week is the 
kind displayed on this revolving 
table salesman. 


The Value of Windows 


Mr. Aikman talks rapidly and 
with a vim that shows wonderful 
energy behind his words. I wish 
every small hardwareman could 
have heard the window talk just as 
it came from his lips. I have never 
seen any speaker more earnest. He 
believes that windows are the big- 
gest asset to the small town store. 
When Aikman took over the man- 
agement of his store he at once had 
the old four-pane windows removed 
and plate glass put in. This was sev- 
eral years ago and in a town where 
the hardware stores made it a habit 
to keep in their wrndows from 
month to month the same display, 
moving back into place the same 
showing that had been there so long 
it had to be taken out for the win- 
dows to be cleaned once every six 
months or so. 

“The eyes of the small town hard- 


No. 14 
ware store are its windows!” Aik- 
man aftirmed. “Correct window trim 


is the biggest selling asset of the 
small town hardwareman! Windows 
can be made to do more for the 
small store in the country than the 
big store in the city.” 

Mr. Aikman believes that the dis- 
plays should be changed frequently, 
on an average of once a week 
through the year. He uses two 
windows and one of these is always 
likely to appear in a new dress every 
week. The other will carry season- 
able display for longer periods. 

The arrangement of the display is 
most important from the standpoint 
of the outside appearance. Remem- 
ber to trim from the viewpoint of 
the outside. Arrange things all of 
one kind. Hit one thing at a time 
and hit it hard! That’s the Aikman 
philosophy. 

Take his canning window for a 
sample. There was the steam pres- 
sure cooker and canner, the fruit 
jars, the rings, white enamel bowls 
for canning helps, jelly glasses, can- 
ning bowls, family scales, colan- 
ders, oil stoves, and the” background 
was the picture of a woman canning 
almost life size. 

Aikman says that the backgrounds 
are most important. He never puts 
in a display, moving or still, that 
does not have a background. This 
is for more than one purpose. It 











The big auto accessory exhibit on the 


Get Ready for Atlantic City Oucher 17 to 22 


All indications are that the conventions that will be held this year by the American 
Hardware Manufacturers’ Association and the National Hardware Association will be the 
biggest events that have taken place in years. 
Million Dollar Pier will be most complete in every detail. 
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shuts off the view of the inside of 
the store and keeps the eye of the 
person on the outside centered on 
the window. Also the high back- 
ground keeps hands of interested 
buyers from touching the articles on 
display. You can’t go into an Aik- 
man trimmed window from the rear 
to fish out an article for close in- 
spection. Every display is guarded 
by a high and substantial back- 
ground. If this dces not come with 
some advertising feature, then Aik- 
man builds it of lumber or card- 
board. 
His Background Idea 


Anyhow he arranges a neat dis- 
play, driving home one line of goods, 
puts in an attractive ba_«ground, 
and then makes sure this same back- 
ground is higher than the eye of a 
person inside the store. Hence 
there is no temptation to mess up 
the window display. 

Here is an interesting thing. Aik- 
man has purposely experimented 
with different colors for an attrac- 
tive and selling background and has 
found what sells best for him. It 
is the black background. This is 
what is draped over his revolving 
tables and articles placed on it ap- 
pear rich and pleasing. He finds 
that white is good but hard to keep 
spotless when used more than once 
for the trim. Black is the most suc- 
cessful. 

“My windows are all first trimmed 
in my head,” Mr. Aikman told me. 
“I give most careful thought to 
what point I want to drive home 
next. Perhaps it’s something sea- 
sonable, motoring, fishing, canning, 
building, or what not. Or maybe I 
have some stock that doesn’t move 
the way I want it to, then I make 
’em buy by letting my window sell 
it for me. I have never failed to 
move sluggish stuff, although some- 
times I’ve had to sell pretty close in 
a late season to clean up. For in- 
stance, I’d rather sell an ice cream 
freezer at cost plus overhead this 
fall than to hold over through an- 
other winter.” 

A typical Aikman window display 
of the moving variety was in his left 
hand window when I visited the 
store. It was a fishing tackle dis- 
play. On two shelves of the moving 
table were lures and lines, reels and 
flies, spoons and spinners, and all 
the small articles from sinkers to 
twenty-eight-pound test silk lines, 
that interest the fisherman. 

The background of this window 
showed pack baskets, knapsacks, 
Boy Scout baskets and outfits, In- 
gersoll watches, flashlights, hatchets, 
rods, nets, everything of interest to 
the summer outer. 
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Each article nestled inviting and 
suggestive against its jet black 
background, making however a most 
difficult window to get a clear photo- 
graph of because of the great 
amount of light absorbed by the 
black. But simply because black 
does absorb light it makes a soft and 
pleasing effect to the eye of the 
prospective buyer and so enhances 
the appearance of the display. 


Remembering Displays 


Mr. Aikman says that unless you 
actually watch such a window you 
will never realize the great number 
of people that stop to gaze at it. 
And they remember his windows. It 
is most common for folks to come in 
six months after a display has been 
taken out and say they want such- 
and-such an article that they saw 
in a display some months ago. 

No one can doubt the success of 
this enterprising merchant in Madi- 
son County. Ask for The Hard- 
ware Store and anybody will tell 
you it’s Aikman’s. Years ago when 
Mr. Aikman was in _ partnership 
with an older senior member of the 
present firm, it was the junior part- 
ner’s scheme to make the name of 
his hardware a synonym for Aik- 
man, or vice versa. And he has ac- 
complished that. Every store or 
newspaper advertisement closes 
with the slogan: “AIKMAN, the 
HARDWARE MAN.” People meet 
him and say, “That’s the Hardware 
Man at Cazenovia.” They may for- 
get his name but they connect his 
personality with Hardware. When 
they see his name in type they think 
Hardware. And when they see 
Hardware they think Aikman. This 
is an advertising hit that Mr. Aik- 
man has fathered carefully for 
many years and one that pays big. 
It’s big advertising in the small 
town. 

Along the point of advertising to 
make people know you and associate 
your name and personality with 
Hardware with a capital H, Mr. Aik- 
man believes in knowing his cus- 
tomers. He often stops to chat and 
to get acquainted when driving 
through the country. 

Mr. Aikman always uses his win- 
dow displays in co-operation with 
his weekly newspaper displays. Be- 
sides these, at stated times he calls 
in a third helper in the form of a 
circular letter to best customers or 
those that ought to be interested. If 
things don’t move, Aikman moves 
them with his advertising. He has 
never failed to get big results. 
People look for his advertising and 
read it in the newspapers week by 
week because there is always novelty 
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and interesting material there. 

He does not tag windows with 
prices, not unless he has a special 
sale, and then he does feature price. 
The Aikman hardware is the best 
grade obtainable. He never has 
teatured any cheap goods. The best 
that money can buy with proper ad- 
vertising makes his store a model 
and a success. 

Recently the writer visited a man- 
ager of a large wholesale firm and 
asked this man to name for him sev- 
eral small town merchants that were 
ace high successful in, selling and 
efficient generally. Mr. Aikman was 
the first man named on the list. Just 
another proof that success is not 
only a matter of serving more cus- 
tomers in a better way by correct 
advertising, but also it shows the 
way the wholesaler rates his small 
town dealers. “By their advertising 
ye shall know them!” This was the 
way the manager of the wholesale 
firm jokingly put it. 


The Farmer and the Flivver 


Advertising is a success because 
of the automobile for one thing. The 
farmer notes a newspaper advertise- 
ment or a neighbor says, “Jim, did 
you see that display in Aikman’s 
window?” and the chances are that 
during the noon hour or some time 
in the near future the farmer will 
drive in to see the goods advertised. 

From my personal knowledge of a 
great many farmers in the vicinity 
I can say that Aikman is the Mecca 
for haying tools of that section of 
the county. They depend on him 
in haying time to pull them out of 
pinches and Aikman does it year 
after year. I spoke to him about 
this. “Well,” he said, “out here in 
the small town the farmer doesn’t 
have the repair shop and the me- 
chanic at his elbow like the city man. 
The city man calls on his plumber, 
tinner, garageman, electrician, me- 
chanic; all just around the corner. 
But the farmer should feel he has 
just one friend to get him through 
the critical places. That’s my busi- 
ness! Repair jobs aren’t worth 
anything in themselves most often, 
but they do get me mountains of 
good will. And good will is a mighty 
important thing.” 

“What advice have you on window 
advertising?” I asked Mr. Aikman 
as my parting shot. This is the 
laconic reply: 

“Make your windows talk!” 

And the Aikman windows were 
talking the day I spent in his store. 
It seemed to me there was a line 
passing in and out all the time. 

Aikman says that when a new 


(Continued on page 88) 
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Do these windows talk? Well, the upper one certainly says something to the man who has forethought enough to 
prepare for the winter, while the lower one fairly shouts its message of cleanliness to the housewife. They are both 
from the National F ardware Stores, Ine. 








Bathroom Fixtures That Appeal to Everyone 
Making the Window Displays So Attractive That People 


Long 


to Take a Bath—The Combinations That Sell 


the Best According to Russell R. Cameron, Boston 


OVETAILING a hardware 
D and a plumbing business is 

one of the accomplishments 
of Russell R. Cameron, 38 Brattle 
street, Cambridge, Mass. Besides 
operating a general hardware store 
that supplies the people of Cam- 
bridge with a large amount of the 
hardware and housefurnishings that 
they use Mr. Cameron has fourteen 
or fifteen men regularly employed 
in his plumbing department. In 
summer when Harvard University 
is closed and most of the Cambridge- 
ites are away for the season, Mr. 
Cameron’s plumbing department 
more than off-sets any falling off in 
hardware sales. 

Experience has taught Mr. Cam- 
eron that best cash results are ob- 
tained in bathroom fixtures when 
two grades of stock are carried, one 


a high-priced, and the other a medi- 
um-priced line. In his high-priced 
line a 16 x 24-in. mirror retails at 
$26, and a white enamel on brass 
combination tumbler and soap holder 
at $14.50. Similar articles in his 
medium - priced line _ retail for 
approximately half such prices. Pos- 
sibly there is a much larger initial 
cash return on cheaper lines of fix- 
tures, but in the long run a customer 
invariably becomes dissatisfied and 
eventually trades elsewhere even 
though fully realizing he paid for 
cheap fixtures in the first place. For 
this reason, cheap fixtures are not 
tolerated in Mr. Cameron’s store. 

In his case, a small but well 
assorted line of fixtures is carried, 
the total investment seldom exceed- 
ing $150. This Cambridge store has 
an advantage of being in close 

















This bathroom fixture display is from the store of Russell R. Cameron, Boston, 
and is most complete 


proximity to manufacturers of fix-. 
tures, consequently it is possible for 
Mr. Cameron to limit his stock to a 
small investment, and, at the same 
time, frequently turn it over. In 
this instance, the manufacturer car- 
ries the stock overhead load. Mr. 
Cameron firmly believes, however, a 
hardware dealer less favorably situ- 
ated to the manufacturer, by making 
a systematic study of his most active 
selling fixtures, and by properly 
allowing for sales and the time it 
takes to secure goods from the man- 
ufacturer, can keep down to small 
figures the amount invested in mer- 
chandise and at the same time keep 
his invested capital constantly work- 
ing. 
Big Turnover in Fixtures 


In Mr. Cameron’s case, the aver- 
age turnover in fixtures is approxi- 
mately five and one-half times a 
year. Some items naturally sell 
more frequently than others, and of 
course there are others, which can- 
not be very well omitted in a com- 
plete assortment, that pull down the 
average turnover for the year. 
Window displays of bathroom fix- 
tures, Mr. Cameron believes, bring 
Letter results than those of many 
other lines of merchandise carried 
by the hardware store, provided 
time and thought are given the dis- 
play. More than twelve hours actual 
working time were given to the 
window shown here, including the 
time necessary to affix fixtures to the 
screen in the background. 

The display was made at a psycho- 
logical time. People were returning 
from summer vacations. Many had 
spent the entire summer roughing 
it, and the sight of a real bathtub 
with running hot and cold water 
looked like a million dollars. The 
bathroom was one of the upper- 
most thoughts they had. They 
gloried with neighbors in the owner- 
ship of a bathtub. Catching sight 
of the window display, in passing 
Cameron’s store, they naturally be- 
came interested, and, in many in- 
stances, went inside and made one 
or more purchases. In one week, 
more bathroom fixtures were sold 
than had been the case in all of the 
two preceding months. 

This store maintains a permanent 
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inside display of bathroom fixtures. 
It is made of common %-in. pine 
stock, 50-in. wide, 25-in. deep and 
45-in. high, the back being open and 
fitted with four shelves having a 
depth of the entire display. The 
first shelf is about 10-in. above the 
<ounter on which the display rests, 
and the others about 7-in. apart. In 
the space between the counter top 
and the first shelf are stocked large 
pieces such as sponge racks, toilet 
paper holders, etc. Smaller articles, 
in original packages, are stocked in 
the other spaces. 

The front and sides of the dis- 
play were given two coats of ground 
white paint and a final finish, the 
front panel being finished marked to 
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Pittsburgh Meeting 


The first of ‘the fall and winter 
1921-1922 meetings of the Pitts- 
burgh Retail Hardware Dealers’ 
Association was held in the Hotei 
Chatham, Pittsburgh, on Friday eve- 
ning, Sept. 23. The attendance was 
good, a great many of the new mem- 
bers being present, and taking keen 
interest in the proceedings. Samuel 
K. Waring, president, was in the 
chair, and the old reliable C. W. 
Scarborough was secretary. There 
was no regular speaker for this meet- 
ing, but at future meetings notable 
speakers will attend to talk on sub- 
jects of keen interest to the hard- 
ware man. After the regular dinner 
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store. It has been the practice of 
some hardware men to try and work 
off the old stocks at high prices, and 
not make any reductions in his prices 
until he had to buy at the reduced 
prices. This practice was con- 
demned as wrong, and one that is the 


main reason for the slow return of 
general business to a normal condi- 
tion. The discussions were of in- 
terest, and were listened to closely 


by the members. 

The Pittsburgh Retail Hardware 
Dealers’ Association has an interest- 
ing program outlined for its coming 
meetings. 

Members are urged to attend all 
of the sessions this winter so that 
all may be benefited. 
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A window like this one which Mr. Cameron used in Boston will bring people flocking into the store and bathroom fix- 


represent tiling. The fixtures were 
then affixed. To each article is at- 
tached by a string a metal bound 
round paper tag, giving the manu- 
facturer’s catalog number, the cost 
price in cipher and the retail price. 

The customer easily recognizes 
the retail price and the display, 
therefore, acts as a silent salesman. 
The arrangement of articles on the 
display is changed frequently, 
thereby giving patrons a new goods 
picture to study. 


tures will leave your shelves in short order 


had been taken care of the evening 
was devoted to a general discussion 
of conditions in the retail hardware 
business, and the outlook for fall and 
winter trade. Many members took 
part in the discussion, and the key- 
note of the talks was that the hard- 
ware man should follow the market; 
that is, he should mark down his 
prices as soon as he has notice from 
his manufacturer or jobber that 
there has been a reduction in prices 
on any article that he handles in his 


Charles B. Guyer Dead 

Charles B. Guyer, well known hard- 
ware man of Westport, Conn., died re- 
cently in that city. Mr, Guyer was 
born in Westport in 1848 and in 1876 
entered the hardware and paint business 
in association with his father and 
brother. Both of his partners died 
subsequent to 1903, and from that time 
on he has conducted the business alone 
up until a few months ago when he 
sold out to the Rundle-Murphy Co., Inc. 














Telling the Public That You Sell Tools 


The two top illustrations show the customer and the salesmen when window displays that drive home to 
ideal sampling as used by a store in the goods are well sampled. The tool users the importance of having 
New England. It is easy for both lower pictures are good examples of the best that the market affords. At 
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Following the Markets to Better Business 


Out in Valparaiso, Ind., Charles Wark Has Made This 
Year His Banner Year by Keeping Close Track of the 
Price Changes and Advertising the Declining Market 


By CHARLES WARK 


N January of this year I sold as 
many dollars’ worth of hardware 
as I did in January, 1920. Feb- 

ruary kept up the record, and up to 
the present I have been able to sell 
each month more dollars’ worth of 
hardware than during the same 
month of 1920. Frankly, I have been 
surprised that I was able to do this, 


but it pleases me that I know just- 


why it has been possible. The ex- 
planation may be given in one sen- 
tence: I have followed the markets. 

When prices were going up, I took 
advantage of the rising prices and 
marked up my goods just as fast as 
I could. There were some sales that 
were made at prices below the mar- 
ket. I knew that it was physically 
impossible to mark up the goods as 
fast as the market was increased. 

I took my additional profits during 
those months, as I felt that I was en- 
titled to, but when prices began to 
go down again I felt it was up to 
me to give my customers the benefit 
of the drop, as they had given me the 
benefit of the rise. 

I have thought over tne philosophy 
of this situation a great deal. Dur- 
ing the war I was chairman of a 
committee that promoted the sale of 
Government securities, and I said a 
good many things in good faith, out 
of which I learned lessons myself. 
Many of the things I said had a 
direct bearing on the rise and fall of 
prices. I believed them myself, and 
I conscientiously believe that all mer- 
chants should follow the markets 
down just the same as they followed 
them up. 

Some have not done it because they 
have felt that they would lose money. 
Possibly you will lose a little money 
on certain individual items, but 
when you compare the loss with the 
extra profits you made only a few 
months ago, I think you will find that 
you are ahead. 

In addition to this line of reason- 
ing, I have the other evidence that I 
mentioned at the beginning; that is, 
when you follow the markets down 
your business will increase, and so 
your small margin of profit will ac- 
tually total up to enough to keep the 
profits of your business about where 
you would like to have them. 


I know that I am not alone in this 
experience, for I have neard of mer- 
chants in other lines of business do- 
ing the same thing and benefiting in 
the same way as I have. That is 
why I am prepared, after eight 
months’ experience, to say that the 
proper thing for each hardware 
dealer to do is to follow the markets 
down. : 

Now let me show you how I take 
advantage of the plan. In the first 
place, I must keep in touch with the 
markets. I do this in every way I 
can. I study the circulars and prices 
that are sent to me by mail, and I 
question every hardware salesman 
that comes into my store, asking him 
for a complete list of reductions in 
prices. 

It is rather surprising the atti- 
tude that some of these salesmen 
take. For example, the other day a 
salesman came in and I asked him 
the usual question. He told me that 
he had spent the previous evening in 
marking down prices on about 250 
items, and he didn’t see where it 
would be of any benefit tv either him 
or to me for him to go over all that 
work again to give me the reduced 
prices. I told him of my plan, and 
told him if he wanted to get any or- 
ders from me he would have to help 
me move the stuff off of my shelves, 
and he could give me more help by 
keeping me posted on the fall of the 
market than in any other way. I 
made it plain to him that as long as 
my goods remained marked up they 
would not move, and consequently I 
could not give him any orders. 

Of course he saw the point and 
yielded to my request, but it is rather 
surprising to me to see how little the 
average salesman understands of the 
philosophy of moving goods off of 
the dealer’s shelves. So many of 
them never give a thought to what 
is going to happen to what they sell 
after they get the order on their 
books. 

After I get my information on the 
market, I immediately advertise to 
my customers the new prices, and at 
least once a week, and often twice 
and three times a week, I publish a 
new list of prices in the newspaper. 
It is understood by everyone in town 
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that these prices are lower because 
the market is lower. They under- 
stand it because I have told them so 
repeatedly in my advertising and in 
person. In fact, I continually preach 
this philosophy of mine, that the 
prices at retail should follow the 
prices at wholesale and the benefit 
should go to the customers when 
prices are going down. 


The Customers Answer the Ad 


It is wonderful the amount of 
business that comes direct from 
these advertisements. My advertise- 
ments contain nothing but a list of 
articles with the new prices, but the 
very announcement that rope which! 
formerly sold for 40 cents a pound 
is now being offered at 20 cents, 
brought a lot of people in who would 
not buy rope for some time to come 
if it were not for this reduction in 
price. 

Another way I make announce- 
ment of these new prices is by means ~ 
of sign boards that I have arranged 
to be hung on the four corners of 
the entrance to my store. These 
boards are the full height of the 
windows, and about 15 inches wide. 
At the top of each board is this 
heading: “We follow markets”; then 
follows the list of articles and the 
new prices. These items are changed 
just as fast as we get new prices, 
and passers-by are drawn into the 
store by these signs. 

The plan works exactly like a spe- 
cial price sale, but the difference is, 
a sale is going on all the time, be- 
cause new prices are constantly be- 
ing made. ° 

There is another angle to this pol- 
icy which will be interesting to every 
hardware dealer, whether he decides 
to adopt this policy or not. That 
angle is this: I have been able to 
greatly reduce overhead expenses. 

Before the war I had a regular 
crew of men that were employed 
steadily week in and week out. 
While I didn’t realize it so much 
then, I now know that many of those 
men were not needed except on Fri- 
day and Saturday. They busied 
themselves about something during 
the week, but I really employed them 

(Continued on page 88) 





























Selling Guns and Razors at the Same Time 


The Combination Window Display 


That Was Used by 


the Geele Hardware Co., Sheboygan, Wis., That Brought 
in the Men Who Go Hunting in the Fall of the Year 


new in a hardware store. Men 

are always excellent cus- 
tomers especially in the sporting 
goods department and the tool and 
builders’ hardware departments. 
Any practical salesman will tell you 
that men, furthermore, are “easy” 
customers, meaning by that that they 
will listen to reason and can be con- 
vinced more readily than the women 
who patronize the store. If a man 
wants to buy a gun, he knows it be- 
fore he comes into the store and 
makes directly for the sporting 
goods counters. Once there he 
usually knows just the make and 
the caliber that he is after and the 
preliminaries are done away with 
rapidly. 

Also it has been found out that 
men respond to a window display a 
trifle more readily than the women 
of the town. Put in razors and you 
can depend upon a good sale of 


(J ew ins to men is nothing 





razors and strops to follow. For in- 
stance the Geele Hardware Co., 
Sheboygan, Wis., recently put in a 
combination of sporting goods and 
razors and—but there is the story 
right in a nut shell. 

Here is a window—or rather two 
windows—which catch the eye and 
open the purse of the man. One is 
a hunting window and it is at work 
at just the right time of the year 
to produce results. The window was 
put in early in September and is the 
first gun, so to speak, in an effort to 
sell guns and other needs for the 
man who goes after the hopping 
Cotton Tail or the wily deer, or 
elusive squirrel. It breathes a spirit 
of the hunt and makes a man itch 
to get a gun stock at his shoulder 
and sight down the barrel at a flock 
of partridge or some other wild 
game. 

Such a window sows the seeds 
which result in men buying. It 
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puts the hunting idea into action 
and after a time men walk in with 
the money and choose the particular 
gun which they want. From now 
until Christmas will be harvest tire 
in the gun and ammunition depart- 
ments of hardware stores. Window 
trims given over to this line are 
sure to be productive of actual dol- 
lars and cents in the cash register. 
More than one good hunting window 
can be worked out at this season and 
nothing is apt to result in more real 
business than a window given over 
to firearms and the things that go 
along with them. 

The use of stuffed animals or 
birds in a window is a sure magnet 
for the eye. People are interested 
in them and will stop to look at 
them. Every town has stuffed birds 
or heads or entire animals, in the 
schools or homes and the hardware 
man can arrange to use them. When 
such adjuncts are borrowed, there 
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should be a neat card in the window 
saying they are loaned and acknowl- 
edging the courtesy. 


Letting Nature Help You 


Backgrounds are easily made for 
hunting windows. Camp scenes can 
be constructed with a tent as the 
background or a hut can be easily 
imitated or some of the cardboard 
cut-outs, given free by ammunition 
companies, will do nicely. Soon it 
will be possible to get plenty of 
leaves from trees and nothing makes 
a finer “ground cloth’—as_ the 
window experts call it, than a cov- 
ering of red and gold leaves from 
some sturdy maple or oak. The 
leaves give the true atmosphere of 
fall. 

There are many things to put in 
such a window, besides guns and 
ammunition. Hunting coats and 
hats and hunting shoes if you carry 
them go along with the firearms 
and then there are a dozen and one 
things from your supply of camp- 
ers’ goods which will beckon to the 
purse of the Nimrod. 

One of the clever things about 
this window, pictured here, is the 
double attraction it has for men. Not 
only is there an eye-stopping display 
of hunters’ goods but there is an- 
other line of needs for which men 
are constantly in the market. There 
is a good display of safety razors 
and some pocket cutlery. It is easy 
to see how the two windows tie into 
each other for no man should set out 
for the north woods, for a week, or 
even a week-end, at a nearby lake 
without a good razor and complete 
equipment in_ pocket cutlery—a 
sharp knife and a stone to keep it 
sharp. It was good sense. that 
prompted Manager J. E. Schmidt to 
have his double window make a 
double appeal to men. Even the 
looker who will not buy hunting 
goods is apt to be in the market 
for cutlery and the fact that the 
stuffed animals are sure to catch his 
eye means that he will also get the 
appeal of the other window. 

Now if a store had but two 
windows it probably would be a 
mistake to give both of them over to 
a message which men alone care to 
hearken to but when there are enough 
windows to make it advisable it is 
a mighty gocd idea to give one big 
double window to a double-barreled 
appeal to the men. It’s the big ad- 
vertisement which gets the eye and 
it’s the big display which registers 
a lasting impression. And the Frank 
Geele hardware company is to be 
complimented on making the win- 
dows simple in their appeal—not 
trying to show everything from auto 
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accessories to washing machines in 
the one window. 


Catching the Customer’s Eye 


Of course, you’ve noticed the 
clock in the window. Just about a 
ten-strike, isn’t it? What one thing 
could catch more eyes or interest 
more people than a clock? It makes 


no difference whether the pedestrian 
has a watch or not he is going to be 
interested in that clock for if he has 
a watch he will want to compare it 
with the clock in the window and if 


For Displaying Fishing Rods 
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he carries no time-piece is he not 
sure to be curious as to just what 
time it is? 

One question which everyone 
asks, not only once but many times 
a day, is the question, “what time 
is it? The Geele hardware com- 
pany is answering that question for 
hundreds of people every day and 
while it is being answered a flash, 
at least, of some good hardware line 
is registering on the retina of the 
pedestrian’s eye and making an im- 
pression on the mind. 
































A Minnesota dealer who carries 
a very complete line of sporting 
goods, recently revised his shelving 
to accommodate a unique and ser- 
viceable rack for fishing rods. The 
shelves of one section were first re- 
moved down to the base shelf. A 
1-in. board the width of the shelving 
was then nailed on top of the base 
shelf as illustrated. Near the outer 
edge of this board, holes were bored 
to accommodate the butts of the 
rods. About 31% or 4 feet above the 
base another board of the same size 
was fastered in the manner of an or- 


dinary shelf. This board was slotted 
to conform to the holes in the base 
board. The butts of the rods are 
placed in the holes, and the rods 
slip into the holes as shown in the 
illustration. As the rods are in- 
clined toward the wall, no fasteners 
are needed to hold them in place. 
This facilitates their easy removal 
for demonstration and sale. 

Below the base shelf there is one 
long drawer-shaped bin extending 
the full width of the section, which 
is used for the ordinary grades of 
steel and bamboo rods. 











Employees Pay Tribute to Late E. C. Simmons 


Established at the Simmons Hardware 
Co., St. Louis, and Bronze Bust of Latest Founder 
Is Presented to Company by the “Old Reliables” 


Founder’s Da 


St. Louis, Mo., celebrated Sept. 

21 as Founder’s Day. A group 
of old employees and business asso- 
ciates of its founder, the late Ed- 
ward C. Simmons, assembled at the 
home office of the company, where 
H. M. Finch, dean of the company’s 
salesmen, known familiarly as the 
“Admiral of the Texas Fleet,” acted 
as spokesman for the “Old Re- 
liables” and presented to the com- 
pany a bronze bust of “Number 
Eight” as the late E. C. Simmons 
was affectionately called by his co- 
workers. 

In his presentation address Mr. 
Finch paid a tribute to the business 
success and sagacity of the late E. 
C. Simmons and of the influence 
that he exercised upon the develop- 
ment. of the hardware business in 
the United States. Mr. Finch also 
spoke at some length upon the late 
Mr. Simmons’ consideration, tact 
and influence toward those in his 
employ and of his greatness in 
leadership. In concluding Mr. Finch 
said: 

“Moved by a deep desire to ‘give 
some lasting expression to our feel- 
ings, we wish to present to Sim- 
mons Hardware Company, through 
you, the official head of the organ- 
ization, this bronze bust of the 
founder of the company, Mr. E. C. 
Simmons, which will now be un- 
veiled by his grandsons, Edward C. 
Simmons, II, and Richard W. Sim- 
mons. It is indeed a finished work 
of art, the product of the genius 
of the great sculptor, Mr. Henry 
Hering, a true likeness of our friend 
and benefactor, in the prime of life, 
showing his strength of character, 
indomitable energy and superior in- 
telligence. 


Sst Loui HARDWARE CO., 


Founder’s Day Each Year 


“We have been advised of your 
intention in regard to the establish- 
ment of Founder’s Day, and it is the 
desire of ‘Number Eight’s’ old asso- 
ciates to mark the establishment and 
beginning of the annual observance 
of that day by the presentation of 
this memorial. It is our sincere 
hope that those who follow in our 
footsteps may, at least in some 
measure, receive from it an inspira- 
tion akin to that which our mem- 





ories will ever serve to keep fresh 
within us the inspiration of our 
close personal association with 
‘Number Eight’ through these many 
years.” 

Replying to Mr. Finch’s address 
W. D. Simmons, president of the 
company, said, in part: 


tailer’s point of view and the first 
to have goods put up in packages 
of a convenient size and in quan- 
tities no larger than the average 
merchant could afford to buy, keep- 
ing in mind the importance of turn- 
ing his stock frequently. 


“‘Number Eight’ was the first to 

















Bust of the late E. C. Simmons 


“In the early days when manufac- 
turers gave no thought to having 
goods come in packages that would 
be convenient to the retail merchant, 
‘Number Eight’ was the first to 
consider that question from the re- 
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make it practical for the retail 
merchant to purchase his goods to 
advantage in his own store rather 
than to have to come to market. 
He began this by being the first to 
send out as his traveling represen- 
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tatives, gentlemen of iutegrity and 
high character instead of the so- 
called ‘drummers’ who in those days 
constituted practically all of the 
traveling men and who spent a good 
deal of their time in drinking and 
gambling and depended largely 
upon ‘treating’ to influence business. 
Sending out men well informed in 
the trade and bent upon rendering 
a service and helping every man to 
purchase to advantage only such 
goods as he ought to buy and could 
use profitably, was a new idea that 
caused something of a sensation and 
was frequentiy criticized as being 
impractical. 

“‘Number Eight’s’ next move in 
this same direction of service to the 
retail merchant was the issuing of 
a complete catalog, which was an- 
other innovation pronounced by 
critics as being impractical; in fact, 


many prophesied that it would 
break the concern. 
The First Catalog 
“He -was the first to issue a 


catalog with an approximate price 
list, having devised that as a prac- 
tical means of enabling retail mer- 
chants to sell from this catalog, as 
thousands of them have done daily 
ever since, and at the same time to 
avoid the demoralization that has 
always come from the publication in 
plain figures of net wholesale prices 
to dealers because they invariably 
get into the wrong hands. 

“‘Number Eight’ was the first to 
sense the menace of catalog house 
competition and to devise and put 
into the hands of the retail mer- 
chants practical ways of meeting it; 
in fact, he was the pioneer of prac- 
tically every important hardware 
trade development of his time, every 
one of the many innovations which 
stand to his credit being an illustra- 
tion of his living up to his idea of 
a jobber’s first duty, which you have 
cited and which he practiced as well 
as preached.” 


William Hoyle Dead 


William Hoyle, a well known hard- 
ware merchant of Philadelphia, died re- 
cently at his residence at Berry and 
Morgan avenues, Drexel Hill, follow- 
ing an illness of several months. Mr. 
Hoyle was born in England and was 
68 years old at the time of his death. 
He was president of the hardware firm 
of William Hoyle, 452 North Sixteenth 
Street, Philadelphia. He is survived by 
his wife and one son. 

Mr. Hoyle was a member of the 
Pennsylvania and Atlantic Seaboard 
Hardware Association and the Phila- 
delphia Hardware Association. He was 
also a member of the Tuckahoe Tribe 
No. 271, I. O. R. M. 
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William G. Smythe Dead 


William Goldsborough Smythe, sales 
manager and for approximately twen- 
ty years associated with the American 
Screw Co., Providence, R. I., in an offi- 
cial and administrative capacity, died 
at his home in that city recently, in his 
eightieth year of age. While he had been 
able to be about his home up to the 
time of his death, Mr. Smythe had not 
recovered from a serious illness in At- 
lantic City, in March last, since which 
time he has not been active in business. 
He had a host of friends of long stand- 
ing in the hardware trade. 

















William.G. Smythe 


Mr. Smythe was born at Eastern 
Shore, Md., Dec. 14, 1841. After re- 
ceiving a common school education he 
removed to New York, where he be- 
came affiliated with important manu- 
facturing interests, and was a charter 
member of the Hardware/Club of that 
city. Previous to associating himself 
with the American Screw Co., Mr. 
Smythe was New York manager Rus- 
sell & Erwin Mfg. Co., New Britain, 
Conn. In 1903 he went to Providence 
as sales manager of the American 
Screw Co., and shortly afterward was 
made a director of that corporation. 

He was not affiliated with fraternal 
associations, but for several years was 
a vestryman of St. Stephen’s Episcopal 
Church, and was a member of the 
Turks Head, Churchman’s and Aga- 
wam clubs. He is survived by his widow 
and two daughters, Miss Helen G. 
Smythe, Providence, and Mrs. H. Put- 
nam, New York. 


The Stanley Works, New Britain, 
Conn., has opened a special produc- 
tions department in the Kresge Build- 
ing, Detroit, under the management of 
C. W. Messinger, who succeeds Fred 
McFann in thet territory. 
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Buy Store In Edmonds, Wash. 


M. J. Lauridsen and W. E. Gove, 
both of Seattle, Wash., have purchased 
the Edmonds Hardware Co., Edmonds, 
Wash., and hereafter will conduct the 
business. Mr. Lauridsen has been em- 
ployed by Spelger & Hurlbut, Seattle, 
for the past eleven years, starting as 
shipping clerk and gradually working 
his way up until for the past six years 
he has been a buyer. Mr. Gove started 
in the hardware business twenty years 
ago with the Seattle Hardware Co. as 
an order boy. Later he worked as a 
retail salesman in Port Townsend, 
Wash., and in a Seattle store. After 
his experience with these two stores 
he returned to the Seattle Hardware 
Co. first as salesman for the eastern 
Washington territory and for the past 
two years as city sales manager. 

Both men are well known to the hard- 
ware trade in the State of Washington, 
and it is expected that success will 
attend the new adventure. 


Keeps a Full Stock of Cards 


When a refrigerator season is 
over the Barrett-Hicks Co., Fresno, 
Cal., does not discard the colored 
cards which it has received from a 
manufacturer. The store has a se- 
ries of large drawers into which they 
are placed to keep clean during the 
winter months. A drawer may have 
more than one kind of cards, but 
each is labeled and in the spring the 
old material is brought out to sup- 
plement the new; and it does not de- 
tract from the appearance, but 
rather increases the effectiveness. 
This is done with all attractive ma- 
terial of this class. 


Continental Sales Helps 


The Continental Co., 1323 Book Build- 
ing, Detroit, Mich., has prepared a new 
series of sales and advertising helps 
for dealers consisting of circulars, elec- 
trotypes, letterheads and photographic 
prints which have never been used by 
the company in featuring its line of 
ventilators. The Continental Co., it is 
said, plans to distribute more than a 
million circulars bearing imprints of 
between five and six hundred dealers 
during the fall ventilator season. 


Hermann Boker & Co. 


The Boker Cutlery & Hardware Co., 
Inc., has been consolidated with H. 
Boker & Co., Inc., under the one name 
for all departments of Hermann Boker 
& Co., Inc. The personnel remains 
unchanged and the business will be 
under the direction of J. R. Boker and 
Edward Grafmueller. The offices will 
be at 101 Duane Street, New York City. 
Prior to 1915, the present consolidation 
obtained but has been divided for the 
past six years. 











Giving Your Customers the Benefits 


The Culver Hardware Co., Topeka, Kan., Took 
Every Market Drop Gracefully, Advertised Them 
and by Clever Work Increased Sales Totals Ma iterially 


OPEKA Kan.—the center of 
dé the United States—the head- 

quarters of the Atchison, 
Topeka & Santa Fe Railroad—the 
capital of one of the greatest agri- 
cultural districts in the world—the 
center of an intensive campaign of 
The W. E. Culver Hdwe. Co., that 
brought a 135 per cent increase for 
July, 1921, over July, 1920. How is 
it done? Going after it! 

Like practically all other hard- 
ware firms July was ushered in with 
price reductions in practically every 
line of merchandise a hardware 
store handles—saws, tools, building 
hardware, stoves, washing machines, 
galvanized ware, enameled ware, 
aluminum ware and _ practically 
every other line in hardware and 
houseware. But most dealers failed 
to take advantage of these reduc- 
tions. They knew the drops were 
coming but did not want to meet 
them immediately. They thought 
that they could sell their stocks at 
the old prices and not place the new 
ones into effect until new stock was 
bought. The result was that the 
hardware merchants have _ been 
blamed for the dearth in building 
on account of the high prices in 
building hardware. The old reliable 
hardware firms continued to main- 
tain old prices and business con- 
tinued to fall short of last year. 

One of the keynotes in successful 
merchandising to-day is taking im- 
mediate advantage of the declining 
markets and letting the buying pub- 
lic know at once when drops are an- 
nounced by the various manufactur- 
ers. Such a policy does two things 
of importance, (1) retains the faith 
of the public in the firm that passes 
the declines immediately, (2) turns 
the old stock at once so that it can 
be replaced dt the new prices. In 
other words when a_ nationally 
known and priced article declines let 
the people know! In this way you 
not only get a jump on the other 
merchants, but you stimulate buy- 
ing for all the merchants. 


Dropping with the Market 


With such a policy being pursued 
The W. E. Culver Hardware Co. took 
immediate advantage of all drops, 





were loaded, bought daily necessi- 
ties at rock bottom prices and pro- 
ceeded to celebrate its 36th Anniver- 
sary with a sale of these commodi- 
ties at prices lower than they had 
been since 1915. The combination 


of the 36th Anniversary celebra- 
tion and the outspoken notices of 
declines in the various commodities, 





kept the clerks of the store busy 
from opening hour until closing 
time. To d ) this required an exploi- 


tation of advertising and publicity 
schemes to arouse interest and keep 
the interest bubbling for the two 
weeks the sale progressed. 

The campaign laid out and fol- 
lowed throughout the sale did create 
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and manufacturers in sécuring 


* have just returned from the markets withhouse- 
#- | hold necessities that wil! be offered at astound- 
ing prices. In many cases the prices are even 
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Beginning Friday, Jiily 22, and Continuing until Friday, August 4 


There will be “Good Luck Luck Special” every day-The prperam below lt only a few -Watch the papers daily 
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SATURDAY, JULY 23 
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|| MONDAY, JULY 25 ] 
“PYREX” Transparent Oven Ware 
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“Mirro” Aluminum Ware | | Holmes & Edwards Silver Cataraugas Cutlery 
iowa mag | Coie mag | 28 o% 
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MONDAY, AUGUST 1 | 
Wright & mgd Teak Baskets i 


Fert San 


25% Off 


Mop Sticks 2S | 
Tin Cups 7 














24-in. Saws 

















WEDNESDAY, AUGUST 3 
Special Pri¢es in Tools. 
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sent buyers into the markets to buy he ad that the Culver Hardware Co. used and which sent its monthly sales 
percentage shooting upward 


up job lots on which the jobbers 
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interest and held it—more than that 
—it created new business and in- 
creased old business. The follow- 
ing campaign was used. The news- 
papers were given advance news on 
the drops that were being announced 
by the leading manufacturers. For 
a week before the sale the daily 
papers carried news stories on the 
various declines in the hardware 
trade. This publicity started the 
town talking about the W. E. Culver 
Hardware Co. and beginning to 
wonder what that firm would do 
next. Accordingly on July 21, the 
evening newspaper carried prac- 
tically a full page advertisement of 
the W. E. Culver Hardware Co. 
This was followed up in the morning 
paper by a similar ad. 

This opening ad carried the an- 
nouncement of the store’s celebra- 
tion of its 86th Anniversary and in 
the top center of the page was run 
the new prices and comparative old 
prices of standard appliances. Be- 
neath this were twelve “boxes,” one 
for each day of the sale. Each of 
these “boxes” carried specials for 
the day stated. In other words 
every day there was a feature and 
the fact was made known that these 
features would be on sale only on 
the day advertised. For the last day 
every one’s curiosity was aroused by 
the fact that a large question mark 
was all that was used in the box 
for this day. 


A Sale Crowd Every Day 


On every day there was adver- 
tised the specials for the following 
day. In this way the crowds were 
kept coming to the store continually. 
Among the bargains offered on the 
various days, were clothes pins at 
two dozen for five cents, standard 
silverware at two-thirds off, wash 
tubs, enamel ware, cutlery, stoves, 
aluminum ware, tools and other 
items at real savings prices. In each 
of these daily ads another word was 
added about the extraordinary event 
of the last day of the sale. It was 
through thorough co-operation of 
the jobbers that The W. E. Culver 
Hardware Co. was enabled to se- 
cure the merchandise for this sale. 

The fact that crowds were drawn 
every day meant that every time a 
customer came back for another 
special she remembered something 
else she needed—and in this way a 
large portion of the regular stock 
was moved at regular prices. 


Even the Rain Didn’t Stop Them 


The wind-up on the last day 


brought forth the announcement 
that any article in the store could 
be bought on that day only at a flat 


HARDWARE AGE 


discount of 15 per cent, nothing ex- 
cepted. In addition there were a 
number of extra specials listed and 
gifts were given to the first 100 
women and first twenty-five children 
with parents that came in the store 
on that day. In that way, although 
a heavy rain fell most of the time, 
the store was crowded from early 
in the morning until closing time, 
and The W. E. Culver Hardware Co. 
experienced the largest day’s sales 
for the year of 1921! 

Another impetus to the sale was 
the fact that one of the daily papers 
carried a two column “story” of the 
36th Anniversary of the store. Pic- 
tures of the old store were used and 
everybody in town knew that there 
was a sale at The W. E. Culver 
Hardware Co. and came to buy—and 
they bought! 


Such a campaign could be carried 


News From 


Announcement has been made by 
C. R. Huston that in the future the 
Rubber Insulated Metals Corp. will be 
operated solely by him at its offices, 91 
William Street, New York City. Dur- 
ing the war this company was managed 
by the Century Plainfield Tire Co. 
William F. Hart will be the sales man- 
ager hereafter. 


Albert Randolph Crittenden, for- 
merly president and more recently vice- 
president, Wilcox, Crittenden & Co., 
Middletown, Conn., marine hardware, 
died at his home in that place Sept. 
15 as a result of complications incident 
to advancing years. He was seventy- 
six years old and was born in Portland, 
Conn. In politics Mr. Crittenden was 
a Republican and served Middletown 
as mayor for two years. 

Roland H. Boutwell, Stendard Horse 
Shoe Co., Boston and Soyth Wareham, 
Mass., has returned from a _ three 
months’ trip in Europe. Mr. Boutwell 
spent much of his time in France, 
where he visited the battle fields. 


Alexis Doster has resigned as assist- 
ant treasurer of the Union Hardware 
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on just as successfully at any other 
hardware firm. But in order to do 
so, the dealer must learn that it is 
necessary for him to make trips into 
the markets, that he must let the 
people know when there are declines, 
he must take his losses at once and 
turn his old stocks immediately. He 
must arouse the interest of the town 
and in order to do that must offer 
real values to the buying public. The 
whole story crystalizes to one fact— 
the business is there if you go after 
it first. Do not let your competitor 
get the jump. The good will built 
up on such a campaign is worth the 
entire cost of the advertising. The 
results with The W. E. Culver Hard- 
ware Co. were more than were ex- 
pected. The sales for July exceeded 
those of the same period last year 
135 per cent—and last year was the 
biggest year in its history! 





Everywhere 


Co., Torrington, Conn., to accept a po- 
sition with the Torrington Mfg. Co. 
The National Razor Mfg. Co., Am- 
herst, Ohio, is planning the erection of 
a one-story factory building 40 x 100 ft. 
It is reported from Toledo, Ohio, that 
the Save Electric Corp., Brooklyn, 
N. Y., will erect a $250,000 plant in 


. Elyria for the manufacture of incan- 


descent lamp bulbs. 

Pauwen, Weiss & Co., 560 West 
Adams Street, Chicago, IIl., have suc- 
ceeded to the manufacturers’ agency 
business of Bernard Pauwen & Co.,, 
and also the business of Pauwen, Sulli- 
van & Pauwen, jobbers of surplus hard- 
ware stocks. 

The Spencer Hardware Co., Spencer, 
Mass., has sold a block in the rear of 
its store, heretofore used for storage 
purposes, to a company which will en- 
gage in the manufacture of paper 
boxes. 

A. K. Mann & Co., Chelsea, Mass., on 
or about Oct. 15 will open a new hard- 
ware, automobile accessories, plumbing 
supplies, paint, oil, etc., store in Hay- 
market Square, Boston. 
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The Man with the Know 


By WILLIAM LUDLUM 


HE “man with the hoe” has been well advertised 
In picture, in poem and in print; 
But the man with the “know” is the man with the “go,” 
The fellow who wins in the “sprint.” 
If the “man with the hoe” is all “hoe” and no “know,” 
He will never be more than a clod; 
But the man with the “know,” if he use but a “hoe,” 
May become, through his knowledge, a—god! 























Smedley Talks at Philadelphia Meeting 


Tells Hardware Men the Value of Friendship 


and 


How to Cultivate New Customers—Dinner Meeting. 


ing a town is to call on the 

hardware merchant, for I 
generally find him to be the leading 
citizen of the community,” declared 
William Smedley, secretary of the 
Retail Merchants’ Association of 
Pennsylvania in an address before 
the Retail Hardware Association of 
Philadelphia Sept. 22. 

“You are specialists in your line,” 
continued Mr. Smedley, “and know 
every angle and detail of your line, 
but that basic principle of co-opera- 
tion is applicable to you just as it 
is to men engaged in other pursuits. 
The man who does the same thing 
year after year, who never deviates 
from a beaten course, is like a cer- 
tain employee of the Pennsylvania 
Railroad. This man had been on the 
job for over thirty years—never late 
nor absent from his duties in all 
that time. He was faithful to the 
extent of having been mentioned to 
the president of the road, who 
stopped off at Altoona for the pur- 
pose of meeting this man of the won- 
derful record of fealty. On meeting, 
the president asked him what he had 
been doing all these years, and the 
man replied, ‘When the trains haul 
up at the station I tap each wheel 
three times with a hammer.’ ‘What 
for?’ inquired the president. ‘D 
if I know!’ replied the faithful one. 
So it is with many men of the busi- 
ness world, although they would be 
highly indignant should you call their 
attention to the fact. 

“Get away from the common rut. 
Get in association work and co-op- 
erate, for there is something in it for 
you; something the other fellow has 
which you may use or improve upon. 
In this matter of co-operation I am 
reminded of a little bride who had 
noticed her husband keeping unusu- 
ally late hours, and, becoming curi- 
ous, she sent out five telegrams to 
men friends of her husband ‘Have 
you seen John?’ She received an- 
swers from five different points, 
‘John is spending the night with me.’ 
That is the acme of co-operation. 

“Business men do not get together 
enough to exchange ideas or collec- 
tively boost their lines, and fre- 
quently a business organization is 
like a three-legged stool with one leg 
gone, and it takes a juggler to make 
it stand up. That great law of in- 


me ta first thing I do on visit- 








dependence has gone into the discard 
and now we realize that we succeed 
because our neighbor succeeds—its 
the law of interdependence that rules, 
and if we would get all there is in 
life we must do our bit even to the 
point of making great sacrifices for 
the common good. To live and let 
live is not only ethics but it is ideal. 

“A business association is the 
gateway from solitude to service. 
Cast out the business ghosts of fear 
and worry. Get together and all 
carry the load which will be light- 
ened in proportion to the members 
who cooperate. Worry has killed 
more men than cool calculating. I 
visited a firm who paid a man $5,000 
a year just to do their worrying for 
them. I asked them how he made 
the $5,000 and they replied that was 
a part of his worries. 


Defining Friendship 


“We must have friends to enjoy 
life. A friend is the fellow who 
knows you but still likes you. I am 
thinking of an Irishman who was out 
of work and came up with a circus. 
They offered him a job of putting on 
the skin of a lion and getting into a 
cage. He accepted and they sewed 
him up in the skin until he became 
a fairly presentable lion, then shoved 
him in a cage, where he shrank back 
in fear because of a pair of gleaming 
eyes directed from a dark corner of 
the cage from the other lion. The 
Irishman shrieked from fear until 
the other lion said, ‘Quit your yell- 
ing, Pat, I’m one just like you.’ 

“What we need is education, or- 
ganization and co-operation. Let me 
call your attention to the eight 
trained oarsmen of a college crew, 
muscular giants every one, who have 
their eyes fixed on the little cox- 
swain. They watch every little sig- 
nal and movement, all ready to pull 
together for the common cause of 
their Alma Mater. You’ve got to put 
something into your organization to 
get anything out of it. Stand back 
of your officers and make your or- 
ganization useful to all, and make 
others of the trade respect you. Use 
the hammer to build and not knock 
in an effort to tear down. Preach 
the gospel of helpfulness one toward 
the other. The dollar bill is not the 
only goal. A miser who was about 
to die called his son and said: ‘Son, 
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when I am about to be buried fill my 
hands with gold.” The son replied: 
‘Father, it will be useless, for the 
gold will melt where you are going.’ 

“I have often noticed chickens 
rushing for a pan filled with feed. 
Two or three of the larger ones will 
gather up all they possibly can and 
rush off, with the whole flock follow- 
ing, just like some business men I 
have known, trying to get what the 
other fellow has without regard to 
the pan which is still carrying an 
ample supply for all. Business or- 
ganizations should teach costs, profits 
and running expenses. The present 
greatest inefficiency is in the sales- 
force or methods of exploiting goods. 
The ignorant, merchant is the bane 
of business for of costs and ethics 
he knows nothing. I met a merchant 
in Pittsburgh and asked him what it 
cost him to run his business. He 
replied 3 per cent. He stated he had 
never taken account of stock. He 
owned the building, his bookkeeper 
was his wife and his clerk and de- 
livery boy was his son, for none of 
which he paid a salary. I asked him 
if the business paid and he assured 
me that it paid him, which was suffi- 
cient. I then offered my services to 
go over his stock and sales, with the 
result that I proved he had been los- 
ing money for over two years. He 
followed my advice on systematic 
business methods and to-day he is 
one of the biggest merchants in 
Pittsburgh. All he needed was a lit- 
tle light for he was naturally keen 
on an individual transaction. 

“Take your overhead and divide it 
by the number of customers who 
come into your store and you will be 
surprised. : 

“Advertise to the limit in your 
windows but don’t clutter them up. 
There are twenty-three eye nerves 
leading to the brain and only five 
nerves leading to the ear. The ef- 
fect of window advertising is there- 
fore obvious. If you also use the 
local newspaper use only good copy. 
The best advertising copy I ever saw 
appeared on a tombstone in a cer- 
tain New England churchyard, ‘Here 
lies the body of my wife Sarah Jones 
—wife of Stone Cutter Jonathan 
Jones. This is a sample of my work 
at $200 which can be procured at my 
stoneyard just across the street.’ 

“We need team work, with each 
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man in his position for playing the 
best kind of a game to win. I had 
a friend attending a football game 
with me once and we were attracted 
by the playing of one man who ap- 
peared to be all over the field but 
not where he should be at crucial 
parts of the game. Being some- 
what puzzled, I inquired what posi- 
tion the player was in on the team 
and my friend replied, ‘I am not sure, 
but think he is a drawback.’ As 
your president stated, we need in- 
tensive enthusiasm. We should or- 
ganize committees to visit stores that 
need he!p in getting out of the rut. 
Show the proprietor that good fel- 
lowship is the golden thread of busi- 
ness and in this spirit he will ac- 
cept your honest proffers to put him 
on his feet, and in turn you as an 
organization will have gained an- 
other worker who will be a strong 
convert to practical co-operation. The 
present outlook for business is 
healthy, and we are going forward 
bigger and better than ever before.” 


Hereafter Dinner Meetings 


As an experiment, the September 
meeting of the Philadelphia Retail 
Association was preceded by a din- 
ner, which the members voted to con- 
tinue at all subsequent meetings. 
Harry D. Kaiser, president of the 
association, presided, and congratu- 
lated the association on the growing 
membership, which including the 16 
petitions presented at the meeting 
now numbers more than 230 retail 
members. Mr. Kaiser impressed 
those present with his desire to build 
from the inside rather than launch 
a membership campaign. 

George H. Yerkes had charge of 
the Question Box. In reply to the 
question “Does it pay to use the cir- 
cular and envelope stuffers supplied 
by the manufacturers?” it was the 
general opinion that the dealer’s 
name should appear on the front 
page of advertising matter equally 
prominent with that of the manufac- 
turer because in many instances the 
customer has the idea that by going 
-direct to the manufacturer the dealer 
is eliminated. In some _ instances 
manufacturers have encouraged di- 
rect buying which naturally works 
harm to the merchant. The thought 
was expressed that unfriendly manu- 
facturers should not be supported 
who work along known unfair lines 
after depending on the dealer to first 
introduce their product and then take 
advantage of the trade accruing from 
the dealer’s efforts. Circulars get 
the dealer in direct touch with the 
customer, but it was considered bad 
practice to give a mailing list to the 
manufacturer, particularly in view of 
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the fact that it may have taken the 
merchant years to obtain the cus- 
tomers by personal touch. 

To the question, “How often should 
show windows be dressed and should 
professional window dressers be em- 
ployed?” the opinion was in favor of 
at least once a week for a window 
change and the work to be done by 
practical hardware men. It was gen- 
erally conceded that the average win- 
dow has too much merchandise on 
show. Price tags, smali but clear, 
was favored by those who had made 
a thorough test with and without 
tags. 

It was also recognized that it pays 
to make drives for selling certain 
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commodities and on the latter some 
remarkable “turn-overs” were cited, 
Most of the dealers consider their 
show windows to be their greatest 
assets, but conceded that the methods 
and displays had to fit in with the 
general caliber of the community. 

President Kaiser stated that he 
had big returns from his displays 
only after close study of the people 
who went by, and also by keeping 
watch of the time for seasonable 
goods, particularly in his neighbor- 
hood where the foreign element 
abound. It is the general custom 
where two windows occur to use one 
for the men and the other for the 
women. 





Adopting the Decimal System 


Indorsing the decimal system that 
has been adopted by some hardware 
manufacturers and jobbers, the Metro- 
politan Hardware Association unani- 
mously adopted a resolution, Sept. 23, 
at its regular meeting at the Hardware 
Club, New York City, urging the 
National Hardware Association of the 
United States and the American Hard- 
ware Manufacturers’ Association to 
bring the matter before their respective 
bodies during the conventions at Atlan- 
tic City, Oct. 17 to 22, and to devise a 
way so that the system can be adopted 
by the hardware industry throughout 
the country. William F. Littell, Jr., sec- 
retary of the Metropolitan Association, 
was instructed to send copies of the 
resolution to the secretaries of the man- 
ufacturers and jobbers associations. 

During the debate that preceded the 
adoption of the resolution the fact was 
emphasized that as the system is now 


used it causes confusion to the retailer 
because some manufacturers bill their 
goods by the tens and hundreds while 
others sell only by the dozen and gross. 
R. J. Atkinson and Matthias Ludlow | 
spoke in favor of the adoption of the 
decimal system and declared that it is 
imperative that a uniform system 
should be used by all manufacturers 
and jobbers. A. M. Bedford, president 
of the association, called for a vote and 
the resolution indorsing the decimal 
system was unanimously adopted. 

Plans were discussed for holding the 
annual banquet of the association dur- 
ing the coming winter, and it was voted 
to leave the selection of the time, place 
and character of entertainment in the 
hands of H. A. Cornell, chairman of 
the committee. 

Following the discussion of other 
matters of routine business the meet- 
ing was adjourned. 





Boosters Meeting 


Discussion and debate on a proposed 
new constitution and by-laws and an 
appointment of the 1921 nominating 
committee by Chief Booster C. K. Gol- 
den, consisting of Charles Pincus, 
George H. Fisher and Harry Smith, 
constituted the principal business trans- 
acted by the New York Hardware 
Boosters at its first meeting of the fall, 
Sept. 24, at the Hardware Club, 253 
Broadway, New York City. 

A new constitution and by-laws 
drawn up by the executive committee 
was read by C. C. Dietrich and after 
debate was sent back to the committee 
with recommendations for revision. 
During the discussion it was proposed 
to reduce the salary of the secretary 
and discontinue the publication of the 
organization’s monthly paper, Boosts. 
Both matters were laid on the table 
until the October meeting, at which 
meeting the annual election of officers 
will be held. 

Plans for increasing the membership 
of the organization were discussed and 
further action will be taken at the 
October meeting. 





George B. Appleton Dead 


George B. Appleton, Wellesley Hills, 
Mass., for many years-known in the cut- 
lery trade, died recently at his home, 
aged 77. Mr. Appleton was born in 
Brighton, and as a young man became 
connected with the old time cutlery 
house of Bradford & Anthony, Wash- 
ington Street, Boston. In 1884 he went 
into business for himself under the 
firm name of Appleton & Bassett, which 
firm since has discontinued business. 
Of late years Mr. Appleton was asso- 
ciated with Bigelow & Dowse Co., Bos- 
ton, but gave up his connection there 
last January. Surviving Mr. Appleton 
are his son, George Decatur Appleton, 
and a granddaughter, Miss Jean Ap- 
pleton, both of Wellesley Hills. 


New Set of Weight Cards 


The American Sheet and Tin Plate 
Co., Pittsburgh, has issued a new and 
revised set of weight cards covering 
black sheets, galvanized sheets and 
formed products. These cards are 14x 
20 inches in size, and are clearly printed. 





















THE CRANKY CUSTOMER TELLS WHY 


He Bought the Washer at Another Store 


Retail Salesmen Should Take a Lesson from This 
Man Who Failed to Make the Sale Because He 
Did Not Show the Goods Until It Was ‘Too Late 


biography. For where a man 

is born or how long he has 
lived in a certain place doesn’t 
amount to much. It’s what he is 
that counts, not whether he was born 
in Kankakee or Kokomo. 

Anyway, if the editor lets us, we 
shall say some more from time to 
time and you can get a better line on 
what a man is by the way he talks 
than you can by climbing all over 
his family tree. 

One more little aside, and then we 
will get into the story. I like the 
hardware fellows—spend most of my 
time with them and when I point out 
some of their vagaries and weak 
spots, I’m just trying to help the 
old boat along. If a single fellow 
behind the counter got peeved or felt 
hurt by a sharp thrust we might give 
voice to, it would simply ruin the 
party for us. But not one of them 
will. There are no better scouts 
made. They can stand the gaff’ and 
if the complaining customer bears 
down a little harder than you think 
he should, we’ll bet a modern 
steamer to an ocean wave the hard- 
ware fellows will smile and like it. 
Here goes: 

Ed Weid hadn’t had pie for 
breakfast. He got a seat in the 
street car on the way down. And 
there were more checks than bills in 
the morning mail. Not a cloud had 
camped on his horizon up to 11 
o’clock. Then he essayed forth to 
give actual consideration to the 
happy idea of providing the wife 
with an electric washer for her 
birthday. Of course, the birthday 
was that same day. A man always 
does shop early for presents! 

He was half sold on the “Fixum” 
machine so he went into the big 
hardware store, sought out the 
homefurnishings department sales- 
man and said: 

“I’m interested in washing ma- 
chines. I think that the ‘Fixum’ is 
a good machine.” 

“You bet it is,” said the sales- 
man. “They don’t build ’em any bet- 
ter. If there was a better washer 
built we would sell it. I'll tell you 


T bic yarn won’t contain a lot of 





something. The president of the 
company owns stock in two other 
machines we sell, but when it comes 
down to recommending a machine 
we tell our customers to buy the 
‘Fixum.’ Doesn’t that show our con- 
fidence in it?” 

Well, Ed and the salesman paddled 
along this line for five minutes. 
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The Accessory Exhibit 


Big Doings are scheduled 
for the conventions that 
will be held at Atlantic City 
Oct. 17 to 22. The auto ac- 
cessory exhibit that is to be 
held on the Million Dollar 
Pier promises to be one of 
the most interesting mer- = 
chandising exhibits ever put 
on by any body of manufac- 
turers. 
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Ed Wanted a Look 


They went all through the talk 
and then backed up and did most of 
it over again. Ed was waiting to 
see the machine. The salesman— 
yes, he is one, but he was falling 
down on the name—must have been 
waiting for Ed to say, “I’ll take it.” 
Anyway, they both waited. 

Finally Ed came right out and 
asked the salesman if he could take 
a look at one of the “Fixum’s” and 
the salesman allowed as how he 
could, so Ed looked and the salesman 
let him. 

Exaggerated case? No. It hap- 
pened. The complaining customer 
is not engaged in a nightmare. He 
is relating a real experience. 

Well, you know the upshot. Ed 
did not buy a “Fixum” washer at 


that store. He went around to the! 


T 


bought machine. Had to—the 
birtaday was that day, you know. 
We've sort of told Ed’s story for 
him because he made it so strong 
that we wanted to soften it down a 
little. But some « is observations 
won’t chafe a hard, robust salesman, 


so we'll let Ed do ' of the talk- 
ing about it. This |. the way he un- 
burdened himself to 

“That fellow must » needed a 
hypodermic of tona-vits or some life 


giving fluid. He was pe‘vified from 
the neck up. I wonder if he thought 
I was trading knives and would buy 
his washer ‘unsight and unseen.’ 
Why, that cuss actually made me half 
afraid to ask to see the machine. I 
thought maybe there was some se- 
cret about it and they were not show- 
ing off their washers. I finally mus- 
tered courage enough to ask him to 
let me look at one of the contrap- 
tions he is supposed to sell and he let 
me. It sort of surprised me that he 
loosened up that much. 

“And what a sweet boy he was af- 
ter he got me into the room with the 
machine. He looked at me and I 
looked at the washer. Honestly, you 
would have thought that we had just 
finished a backfence political argu- 
ment and were still miffed at each 
other. There wasn’t a word said. 

“Oh, yes; he did tell me every once 
in a while that the ‘Fixum’ was a 
mighty good machine. 

“Honestly, you hardware fellows 
are fine chaps, but once in a great 
while I add on about ten worry wrin- 
kles fretting about you. That kind 
of a salesman—and I am just kid- 
ding when I use the word salesman 
—turns the milk of human kindness 
in my system into hard curds. Only 
a mother could love a guy as lazy as 
that fellow. If he worked for me, he 
would get either a shot in the arm 
or one in the pay envelope, the first 
week.” 

In what store did this little epi- 
sode happen? I’m not telling. It 
might have been yours. 

At any rate, if you have been los- 
ing a bunch of good washer sales, 


other hardware stores and he foundj you may get a hunch from Ed’s 


a lot of fellows on their toes and he 
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story. Nuff sed! 
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Coming Hardware Conventions 





NATIONAL HARDWARE ASSOCIATION OF 
THE UNITED STATES AND ITs AUXIL- 
IARIES CONVENTION, Atlantic City, N. 
J., Oct. 17, 18, 19, 20, 21, 22, 1921. 
Headquarters, Marlborough-Blenheim. 
T. James Fernley, secretary-treasurer, 
505 Arch Street, Philadelphia, Pa. 

AUTOMOBILE ACCESSORIES BRANCH OF 
THE NATIONAL HARDWARE ASSOCIATION 
OF THE UNITED STATES AND ITS AUXIL- 
IARIES CONVENTION, Atlantic City, N. 
J., Oct. 19, 20, 21, 22, 1921. Headquar- 
ters Marlborough-Blenheim. T. James 
Fernley, secretary-treasurer, 505 Arch 
Street, Philadelphia, Pa. 

AMERICAN HARDWARE MANUFACTUR- 
ERS ASSOCIATION CONVENTION, Atlantic 
City, N. J., Oct. 17, 18, 19, 1921. Head- 
quarters, Marlborough-Blenheim. F. D. 
Mitchell, secretary-treasurer, 4106 
Woolworth Building, New York City. 

NATIONAL PAINT, OIL AND VARNISH 
ASSOCIATION, INC., CONVENTION, Atlan- 
tic City, N. J., Oct. 24, 25, 26, 27, 1921. 
Headquarters, Hotel Traymore. G. V. 
Horgan, secretary, 342 Madison Avenue, 
New York. 

WESTERN RETAIL IMPLEMENT, VE- 
HICLE AND HARDWARE ASSOCIATION 
CONVENTION, Kansas City, Jan. 17, 18, 
19, 1922. Headquarters, Coates House. 
Sessions in Century Theater. H.J. 
Hodge, secretary, Abilene, Kan. 

PaciFIC NORTHWEST HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION, 
Davenport Hotel, Spokane, Wash., Jan. 
17, 18, 19, 20, 1922. E. E. Lucas, 
secretary, Hutton Building, Spokane, 
Wash. 

OREGON RETAIL HARDWARE AND Im- 
PLEMENT DEALERS’ ASSOCIATION CON- 


VENTION, Imperial Hotel, Portland, 
Jan. 24, 26, 26, -27,-1922. &. 5. 
Lucas, secretary, Hutton Building, 


Spokane, Wash. 


INDIANA RETAIL HARDWARE ASSOCIA- 
TION, INC., CONVENTION AND EXHIBI- 


TION, Atheneum Hall, Indianapolis, 
Jan. 24, 25, 26, 27, 1922. G. F. Sheely, 
secretary, Argos. 

KENTUCKY HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION, Jeffer- 
son County Armory, Louisville, Jan. 
24, 25, 26, 27, 1922. J. M. Stone, secre- 
tary, Sturgis. 

WEST VIRGINIA HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, 
Wheeling, Jan. 31, Feb. 1, 2, 1922. 
James B. Carson, secretary, 1001 
Schwind Building, Dayton, Ohio. 


NEBRASKA RETAIL HARDWARE ASSO- 
CIATION CONVENTION, Lincoln, Jan. 31, 
Feb. 1, 2, 3, 1922. George H. Dietz, 
secretary, 414-417 Little Building, Lin- 
coln. 

IowA RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Des 
Moines, Feb. 21, 22, 23, 24, 1922. Ex- 
hibition at the Coliseum. A. R. Sale, 
secretary, Mason City. 


MICHIGAN RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 
Grand Rapids, Feb. 7, 8, 9, 10, 1922. 
Karl S. Judson, exhibit manager, 248 
Morris Avenue, Grand Rapids; A. J. 
Scott, secretary, Marine City. 

OKLAHOMA HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION AND 
EXHIBITION, City Auditorium, Okla- 


homa City, Feb. 7, 8, 9, 10, 1922. W. 
B. Porch, secretary-treasurer, Okla- 
homa City. 


WISCONSIN RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 
Milwaukee, Feb. 8, 9, 10, 1922. P. J. 
Jacobs, secretary, Stevens Point. 


PENNSYLVANIA AND ATLANTIC SEA- 
BOARD HARDWARE ASSOCIATION, INC., 
CONVENTION AND EXHIBITION, Phila- 
delphia Commercial Museum, Philadel- 
phia, Feb. 18, 14, 15, 16, 17, 1922. 
Sharon E. Jones, secretary, 1314 Ful- 
ton Building, Pittsburgh. 


CALIFORNIA RETAIL HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION, 
San Francisco, Feb. 14, 15, 16, 1922, 
LeRoy Smith, secretary, 112 Market 
Street, San Francisco. 

ILLINOIS RETAIL HARDWARE ASSOCIA- 
TION CONVENTION, Hotel Sherman, Chi- 
cago, Feb. 14, 15, 16, 1922. Leon D., 
Nish, secretary, Elgin. 

MINNESOTA RETAIL HARDWARE AsSOo- 
CIATION CONVENTION, St. Paul, Feb. 14, 
15, 16, 17, 1922. H. O. Roberts, secre- 
tary, 1030 Metropolitan Life Building, 
Minneapolis. 

OHIO HARDWARE ASSOCIATION CON- 
VENTION AND EXHIBITION, Columbus, 
Feb. 14, 15, 16, 17, 1922. Headquar- 
ters, Deshler Hotel. Exhibition, Me- 
morial Hall. James B. Carson, secre- 
tary, 1001 Schwind Building, Dayton. 

MissouRI RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 
St. Louis, Planters Hotel, Feb. 21, 22, 
23, 1922. F. X. Becherer, secretary, 
5106 North Broadway, St. Louis. 

VIRGINIA RETAIL HARDWARE ASSO- 
CIATION CONVENTION, Roanoke, Feb. 15, 
16, 17, 1922. Thos. B. Howell, secre- 
tary, Richmond. 

NEw YorK STATE RETAIL HARDWARE 
ASSOCIATION CONVENTION AND EXHIBI- 
TION, Rochester, Feb. 21, 22, 23, 24, 
1922. Exhibition at Exposition Park. 
Headquarters and sessions at Powers 
Hotel. J. B. Foley, secretary, 412-413 
City Bank Building, Syracuse. 

NEw ENGLAND HARDWARE DEALERS’ 
ASSOCIATION CONVENTION AND EXHIBI- 
TION, Paul Revere Hall, Mechanics’ 
Building, Boston, Mass., Feb. 21, 22, 
23, 1922. George A. Fiel, secretary, 10 
High Street, Boston. 

HARDWARE ASSOCIATION OF THE CAR- 
OLINAS CONVENTION, Winston-Salem, 
N..C., May 9,10, 11, 1922: T. W. 
Dixon, secretary-treasurer, Charlotte, 
N. C. 





Important Events This Year at 


the American Hardware Man- 

ufacturers’ Association will 
be celebrated this year at the annual 
convention of the association, held 
in conjunction with the annual con- 
vention of the National Hardware 
Association of the United States, at 
Atlantic City, N. J., Oct. 17 to 22. 
The Atlantic City convention this 
year will be conspicuous not alone 
because it marks the twentieth anni- 
versary of the founding of the 
American Hardware Manufactur- 
ers’ Association but also because the 
hardware jobbers will hold their an- 


Ts twentieth anniversary of 


nual automobile accessories exhibi- 
tion in connection with their con- 
vention which will make a precedent 
that heretofore has never been at- 
tempted. 

The program of the American 
Hardware Manufacturers’ Associa- 
tion will open Monday evening, Oct. 
17 at eight o’clock with a joint ses- 
sion with the National Hardware 
Association of the United States in 
the ballroom at the Marlborough- 
Blenheim. Tuesday, Oct. 18, at 
10.30 a. m., will open the first execu- 
tive session of the American Hard- 
ware Manufacturers’ Association in 
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Atlantic City 


the Blenheim West Solarium. 
Samuel Vauclain, president of the 
Baldwin Locomotive Works will de- 
liver an address in addition to the 
matters of special interest that will 
be taken up at that session. In the 
afternoon special joint group meet- 
ings of manufacturers and jobbers 
will be held. The evening will be 
devoted to a concert and vaudeville 
entertainment in the Blenheim Ex- 
change followed by a formal dance 
in the Blenheim ballroom. 

Another executive session will be 
held at 10.30 Wednesday morning, 
Oct. 19. 























EDITORIAL COMMENT 


Unemployment and Buying Weeks 


N addressing the Unemployment Conference 

at Washington early last week President 

Harding made a declaration to the effect 

that he “would have little enthusiasm for 
any measures of relief which involve either pal- 
liation or tonic from the public treasury.” In 
that declaration the President undoubtedly ex- 
pressed the opinion of the majority of American 
business men, and the sober second thought of 
the country as a whole. On the other hand, the 
unemployed and the general public will “have 
little enthusiasm” for Government conferences 
if they result simply in the compilation of sta- 
tistics and academic recommendations qualified 
to avoid controversial subjects. 

We should not forget unemployment is a re- 
sult and not a cause. It is a cankerous evil that 
develops as a result of intestinal disorder in 
industry and trade. It is an acute and depress- 
ing pain which throbs for relief and which afflicts 
the nerves and sympathies of the entire country. 
Consequently attention is being directed to re- 
lieving this pain, whereas if any permanent 
relief is to be accomplished intensive investiga- 
tion and concentrated attention must be focused 
upon finding the fundamental causes of the evil 
so that they may be dissolved entirely. 

It is a mistake to assume that the remedy for 
unemployment is a legislative function. There 
are too many laws now upon the statute books. 
The tendency of modern legislation seems to be 
to rush in for the sake of political expediency, 
when maturer judgment and the lessons of ex- 
perience counsel more deliberate study of the 
essential facts of human needs. 

Likewise, it is equally as mistaken to assume 
that the present critical unemployment can be 
ended over night by the large and small em- 
ployers throughout the country hiring men who 
need work. Putting men to work producing 
goods, thereby creating a surplus for which 
there would be an ever-decreasing demand in 
the domestic market and a total stagnation of 
foreign trade, would do inestimably more harm 
than good. 

It is perhaps true that there is both under- 
production and under-demand at present. But 


wholesome and substantial business cannot be 
stimulated, to say nothing of being maintained, 
by artificial methods. 

The propaganda urging a “Buy-Something- 
Week,” for example, might increase the circu- 
lation of currency, but would in the end be more 
or less similar to the situation that is said to 
have existed in a certain experimental! colony 
where everybody did somebody else’s washing. 

Assuming, however, that large numbers of 
people should be induced to buy merchandise 
during a six-day period as the-result of a “Buy- 
Something-Week” campaign, would it materially 
help business and unemployment? 

In the first place, the public would expect, 
and not without reason, reduced bargain prices. 
People would more than likely confine their pur- 
chasing to articles and commodities which they 
actually need. What may be termed the staple 
or essential lines of business, those that produce 
and distribute food, household necessities, cloth- 
ing, hardware, etc., would receive the largest 
percentage of trade. 

If people should buy under the stimulus and 
enthusiasm of a nation-wide propaganda for a 
short period, the inevitable consequence would 
be a reaction. If people should concentrate on 
buying necessities during one intensive week, 
the following few weeks would be extremely dull 
in comparison. In other words, they would pur- 
chase in one week what they would ordinarily 
buy over a period of several weeks, which could 
not in any way be construed as a real benefit to 
business. Moreover, irregular dealers would 
attempt to take advantage of the situation to the 
disadvantage of legitimate trade. There would 
also, in all probability, be tendencies toward 
over-loading in many places, and the whole cam- 
paign would finally settle back to conditions 
more or less similar to what they are at present. 

Business can only climb the hill by natural 
methods accompanied by an unforced restora- 
tion of confidence. Unemployment can only be 
solved by a thorough study of fundamental 
causes and facts, and by a greater willingness 
on the part of individuals and groups in indus- 
try to work and compromise for the general 
good. 
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No Tariff Law Revision Before Next Year 


New Valuation Plan Forces Delay—Amazing Legislation Program 
of “Agricultural Bloc” in Senate — How Hayes Guards Mail 


By W. L. CROUNSE 


Washington, Oct. 3, 1921. 


HE prospects that the Under- 

wood-Simmons Tariff law will 

be revised before the end of 
this year of grace, 1921, have gone 
glimmering. Developments during 
the past week indicate that while 
the Senate Finance Committee will 
devote more or less attention to the 
subject during the remainder of the 
special session, the chances are ten 
to ‘one that the proposed revision 
will not be placed on the statute 
books until next January or Febru- 
ary, or even later. 

Meantime the internal revenue re- 
vision is being speeded up in the 
hope of sending a well-balanced bill 
to the White House for President 
Harding’s signature by the end of 
October. The plans of the Senate 
leaders in this regard possibly may 
be upset by demands for the con- 
sideration of the peace treaties, 
farmers’ legislation or supplemental 
prohibition measures, but enough 
progress has already been made to 
insure revision of the war revenue 
emergency laws during the present 
session. 


Hearing To Be Resumed 


When the tariff hearings were 
suspended on Aug. 31, only four of 
the fifteen schedules of the Under- 
wood-Simmons bill had been cov- 
ered. As soon as the internal rev- 
enue measure is out of the way these 
hearings will be resumed and three 
or four weeks will be devoted to the 


remaining eleven schedules. 

When the hearings were begun 
only 250 interested business men 
had asked to be heard. More than 
600 have since applied for hearings, 
which means that Chairman Pen- 
rose and his colleagues will have to 
hold their witnesses down to about 
five minutes apiece if the tariff bill 
is to be reported to the Senate be- 
fore Thanksgiving Day. 

An enormous volume of work is 
being done by the experts of the 
Finance Committee in preparation 
for the executive sessions at which 
the schedules will be considered 
after the close of the hearimgs. The 
biggest job on hand is the matter 
of determining the extent to which 
comparable domestic goods can be 
found in the American market to 
serve as the basis for invoice val- 
uation of imported merchandise. 


American Valuation Basis Adopted 


All the rates of the new tariff law 
will have to be adjusted to the 
American valuation basis and, al- 
though this basis was accepted by 
the Ways and Means Committee be- 
fore the pending tariff bill passed 
the House, the Committee had no 
reliable data as to the comparability 
of foreign and domestic merchan- 
dise; hence, the Finance Committee 
had to do this work all over again. 
This is some job. 

To supervise the work of gather- 
ing information concerning the ap- 
plication of the American valuation 
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plan, the Committee has secured the 
services of James B. Reynolds, an 
old-time tariff man of the Payne- 
Aldrich school. Reynolds graduated 
from college into the ranks of Wash- 
ington correspondents, represented 
New England newspapers at the 
Capital, served a term as Assistant 
Secretary of the Treasury in charge 
of customs matters, and afterward 
was a member of the United States 
Tariff Commission. He is a rock- 
ribbed protectionist. 

Reynolds has advised the Finance 
Committee that it will take sixty 
days to prepare the data the Com- 
mittee must have before it can begin 
work on the schedules of the new 
law. This means that nothing will 
be done along this line until Con- 
gress convenes for the regular ses- 
sion on Dec. 5. 


High Tariff Rates Probable 


It also means that if the Senate 
leaders have their way, the new re- 
vision will represent a very substan- 
tial increase in the average tariff 
rates on imported merchandise. I 
should not be surprised if the aver- 
age ad valorem of the new law is at 
least on a level with that of the 
Payne-Aldrich tariff act. 

I spent a few days in Canada last 
week, and was much interested to 
observe the close attention the po- 
litical leaders of the Dominion are 
giving to our pending tariff revision. 
The Canadian farmers are very 
anxious for a wider market for their 
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products in the United States, and 
to obtain it are willing to vote for 
comparatively low tariff rates on 
completed manufactures imported 
from the United States, but of 
course this idea is not pleasing to 
the manufacturing industries of 
Canada. 

At this writing it looks as though 
the revision of 6ur tariff would be a 
pretty big political issue in the com- 
ing Dominion general election cam- 
paign. In speaking of the action 
of the House of Representatives in 
passing the Fordney tariff bill, the 
Ottawa Journal gives us a taste of 
Dominion sentiment in the following 
pungent paragraph: 


A Canadian View 


“What is it that Congress has 
said? 

“Simply this (in effect): ‘If you 
will come to Washington and see 
our President and are willing to 
have American interests have a free 
fling at your timber and pulp re- 
sources and American farmers free 
access to your markets, we shall be 
glad to meet you. But if you decline 
to do this, if you decline to sur- 
render your fiscal independence into 
our keeping, then prepare for an 
economic war. We wait your de- 
cision; but meanwhile we propose 
giving a taste of what you may ex- 
pect by abrogating the fisheries ar- 
rangement you have with us, by 
exempting our coastwise shipping 
from tolls in the Panama Canal and 
by imposing duties so high that they 
will shut out from our markets 
$170,000,000 worth of your natural 
products. It is up to you.’” 

I have spent a good deal of time in 
Canada during the past ten years, 
and do not believe that experienced 
voters will be affected by such edi- 
torial utterances. There can be no 
doubt, however, that the farmers’ 
party will use these arguments at 
the coming election. Dominion 
papers are reproducing an editorial 
entitled “Shall We Bow the Knee?” 
and ending with these belligerent 
words: 

“In 1911 we refused to barter our 
birthright for a mess of pottage; 
we must not and shall not surrender 
it now before the flourish of the 
big stick!” 

This hot stuff is intended as a 
warning to our Congressional lead- 
ers that retaliation may follow the 
passage of a Chinese-wall protective 
tariff. I doubt very much, however, 
that it will have much effect upon 
Penrose, Fordney et al. 


Farmers’ Influence in Senate 
Speaking of the activity of the 
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farmers, it will be a matter of in- 
terest to you to cast your eye over 
some excerpts from a statement re- 
cently given out by Senator Kenyon 
of Iowa, chairman of what is known 
as the “agricultural bloc” of the 
Senate. This extraordinary organ- 
ization is composed of twenty-seven 
United States Senators who are 
banded together for the frankly 
avowed purpose of “getting things 
for the farmer.” 

“The members of the agricultural 
group,” says Senator Kenyon, “are 
for the farmer but not against the 
entire country. What we ask is a 
square deal for the farmer in the 
future. He hasn’t had it in the 
past. 

“The farmer is not getting what 
he ought for the things he produces 
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and the consumer at the other end 
is paying too much. That condition 
ought to be remedied as speedily as 
possible. 

“So far as the tariff is concerned, 
the farmer asks only protection 
against the difference in cost of 
production at home and abroad. 
When he is given that he will be 
in position to meet competition.” 


An Air-Tight Combination 


This sounds fair enough, but if 
you should circulate about the 
Senate cloakrooms you would hear 


many complaints from Senators who- 


do not belong to the “bloc” that if 
you want to secure the support of 
the agricultural Senators for legis- 
lation of any kind, you must “do 
business with Kenyon.” It is even 
charged that leaders of the “bloc” 
are offering twenty-seven votes for 
all sorts of measures in return for 
support for the agricultural pro- 
gram. 

To the unprejudiced observer, the 
activities of the agricultural “bloc” 
resemble strong-arm work of the 
most aggressive type. It may be 
that, as Senator Kenyon says, the 
agricultural group are for the 


73 


farmer but not against the entire 
country. Nevertheless, when you 
learn that Senator Kenyon thinks 
that the welfare of the country de- 
pends almost wholly upon the pros- 
perity of the farmer, you will feel 


like iit t up the chip to see 
wheth: ere is a bug under it. 
Perhaps ihe most significant evi- 


dence of what the agricultural “bloc’” 
would do, if ii could run things in 
the Senaie entirely as it pleases, is 
to be found in the amazing docket 
of things already accomplished at 


the special session and which in con- 
densed form is as follows: 

Legislation In Farmers’ Interest 

“The billion-dollar farm export 
act. 

“The Capper-Tincher }ill for the 
regulation of the thirteen vreat grain 
exchanges of the couniry, and pre- 
venting gambling futures, 
through a board composed of the 
Secretaries of Agriculture and 


Commerce and the Attorney Gen- 
eral. 

“The act placing control of the 
meat-packing industry and _stock- 
yards under the supervision of the 
Secretary of Agriculture. 

“The emergency tariff act sub- 
stantially increasing rates of duty 
on imported agricultural products 
and preventing ruinous competition 
from abroad. 

“The Kenyon bill increasing the 
interest rate on bonds of the farm 
loan banks with no increase in the 
loan rate to farmers, the increased 
interest rate making it possible to 
sell these bonds in competition with 
other securities. 

“The Curtis bill, authorizing the 
appropriation of $25,000,000 as a 
revolving fund for the Federal farm 
loan banks.” 


Things Yet To Be Accomplished 


Four proposed measures and a 
specific amendment to the tax re- 
vision bill constitute the remaining 
portion of the program of the ag- 
ricultural “bloc” in Congress. The 
issues that are still to be fought out 
are: 

1. The enactment of a co-opera- 
tive marketing bill. 

2. An increase in the limit of 
loans of Federal farm loan banks 
from $10,000 to $25,000. 

3. Provision for appointment of a 
representative of the agricultural 
industry on the Federal Reserve 
Board. 

4. Enactment of some rural credit 
scheme so the farmer can obtain 
short-time loans on good security. 

5. A-demand for reductions in 
freight rates. 
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A co-operative marketing bill has 
passed the House, been considered 
by the Senate Committee on the Ju- 
diciary, and reported back to the 
Senate with an amendment which 
champions of the bill declare prac- 
tically nullifies the object sought. 
The House bill put farm co-opera- 
tive marketing associations on the 
same plane with labor with respect 
to the operations of the Sherman 
anti-trust law but the Senate Com- 
mittee rejected that part of the pro- 
posed bill. 

The farm “bloc” say the whole 
purpose of the proposed law is to 
give the farmer a chance to get a 
fair price for his product and that 
the creation of a monopoly would 
be impossible. They will fight the 
committee amendment on the floor 
and are hopeful that the House bill 
will pass. 

The demand for a representative 
of agriculture on the Federal Re- 
serve Board finds expression in bills 
already introduced. Senator Ken- 
yon introduced one providing spe- 
cifically that the Secretary of Ag- 
riculture should be that representa- 
tive but President Harding is un- 
derstood to be not favorable to 
legislation imposing burdens of this 
sort upon cabinet heads. Senator 
Kellogg has introduced a measure 
which provides that a representative 
of the agricultural industry shall 
be a member of the board. 

The committee has reported a 
measure which provides that in mak- 
ing appointments to the Federal 
Reserve Board “agriculture must 
be taken into consideration,” and 
it will be forced to the front at an 
early date if its supporters have the 
votes at command. 


Loans for the Farmers 


Mr. Kenyon in the Senate and 
Mr. McFadden in the House have in- 
troduced bills designed to provide a 
plan by which the farmer can obtain 
short-time loans on good security. 
While these measures have not re- 
ceived the O. K. of the “bloc” they 
will serve as a basis for discussion 
and consideration in committee, for 
legislation along this line is insisted 
upon. 

Perhaps the most important fea- 
ture of the “bloc’s” program is the 
immediate repeal of transportation 
taxes and on this proposition Sena- 
tor Kenyon and his lieutenants have 
locked horns with the leaders of the 
Finance Committee and with that 
time-honored body, the Senatorial 
Steering Committee. We would 
seem to have here all the necessary 
elements of a knock-down-and-drag- 
out scrap that will constitute a big 
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feature in the campaign for revenue 
revision. 

The House revenue bill provided 
for the repeal of the transportation 
taxes to take effect Jan. 1, next. The 
farmers’ representatives in the 
House insisted upon this provision 
and were largely influential in put- 
ting it through. 

The Senate Finance Committee, 
however, acting upon the advice of 
Secretary of the Treasury Mellon, 
voted to retain one-half the present 
passenger and freight _ taxes 
throughout 1922. The Senate agri- 
cultural “bloc” will fight this post- 
ponement of the transportation tax 
repeal and if threats amount to any- 
thing they will die in the last ditch 
before yielding. 


Safeguarding the Mails 


Have you recently lost a letter or 
package in the mails? Perhaps the 
Postmaster-General may find it for 
you in connection with an investiga- 
tion which has just developed the 
surprising fact that an average of 
fifty parcels of second, third and 
fourth class mail and twenty letters 
are daily found in presumably empty 
mail sacks sent to the mailbag re- 
pair shop in Washington. 

An order has been issued for the 
immediate inspection of nearly 2,- 
000,000 sacks and 400,000 pouches, 
which are sent to the depositories at 
Boston, New York, Atlanta, Cincin- 
nati, Chicago, St. Louis, St. Paul, 
and San Francisco, for storage or 
distribution, in order to ascertain if 
other mail in like manner has be- 
come lost. 

Special delivery letters and parcels 
are frequently found. Some letters 
bear recent post-marks and others 
old post-marks. / 

Even first class mail with uncan- 
celed stamps is often shaken out of 
sacks, which would indicate that this 
particular mail is left in the sack 
after the collections by city collec- 
tors are supposed to have been com- 
pletely removed. Such mail when 
found will be specially marked so 
that the addressee may know the 
cause of delay. 

Under the orders just issued by 
the Postmaster-General, postmasters 
are to be held strictly responsible to 
see that every mail sack and pouch 
is hereafter thoroughly inspected be- 
fore it is cast aside or stored. There 
are approximately 7,500,000 sacks 
and nearly 1,000,000 pouches used in 
the postal service. 


Hold Up the Holdups 
Will Hays promises to go down 


into history as the implacable foe of 
the mail train bandit. By arming 
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the railway mail employees with re- 
volvers and shotguns, and offering 
rewards up to $5,000 to anyone who 
will bring in a mail robber, the 
Postmaster General has_ reduced 
mail stealings from $6,346,407 for 
the year immediately preceding April 
8, 1921, to $88,580 for the five 
months ended Sept. 7. 

If you are a movie fan and enjoy 
the exhilarating work of “Bill” Hart 
on the silver screen, you will ap- 
preciate the methods employed by 
the railway mail service under the 
new dispensation in dealing with 
holdups. Here is the text of a re- 
cently issued bulletin of the postal 
service giving a plain, matter-of- 
fact account of what some of Mr. 
Hays’ bright young men did to a 
couple of bandits who attempted to 
rob a mail train on the night of 
Sept. 14, 1921, on the Texas & Pa- 
cific Railroad, just west of Fort 
Worth, Texas. 

“Previous information as to the 
proposed robbery had been obtained 
through the activities of the agents 
of the railroad company and the city 
detectives, the Department of Jus- 
tice and the Post Office inspectors. 
That information, which was con- 
clusive, indicated that probably two, 
and certainly one bandit would enter 
the train immediately upon its leav- 
ing Fort Worth and would hold up 
the messenger in charge of the 
mails; that when the train reached 
the place where the mail was to be 
thrown off the messenger would be 
killed. 

Volunteered to Be Held Up 


“With full knowledge of the ar- 
rangements, including the fact that 
it was planned to kill him, Alvin S. 
Page, Assistant Chief Clerk of the 
Railway Mail Service at Fort Worth, 
volunteered to act as the messenger 
to be held up. Mail Messenger Mc- 
Lendon also volunteered but Page 
was selected owing to his more in- 
timate knowledge of the bandits’ 
plans. 

“Following the program, and at 
the time agreed upon, Page entered 
the car and assumed the role of mes- 
senger in charge of the mails. Be- 
fore the train left Fort Worth Post 
Office Inspectors T. D. Dawkins and 
F. C. Ellis, and Deputy United 
States Marshall Douglas Campbell 
and regular Messenger McLendon 
concealed themselves in the car. 

“The train left Fort Worth at 
11.40, ten minutes late. In about 
one minute bandit J. L. Morris, alias 
Charlie Morris, alias Indian Charlie, 
entered the mail car and covered 
Page with his revolver, commanded 


(Crntinued on page 88) 




















New Store Paper with Attractive Features — An Ad Showing How 
Much Harder the Dollar Is Working—Good Fire Extinguisher Copy 


It Will “Draw” Trade 
No. 1 (8 in. x 11 in.). 


The Magnet is the title of a new 
store paper just issued by the Tremont 





You Needent 


Just.Fold Your Arms 
AND 
Watch Your Car Burn 
A PYRENE Bahr EXTINGUISHER. 


This Little Extinguisher—only 14 inches long, 3 inches 
in Diameter and 6 ibs. in Weight. 


PUTS OUT AUTO FIRES INSTANTLY 


And affords a saving of 1% on your Insurance + 
Premium. 








Pyrene instantly smothers burning gasoline or any 
highly unflammabie oils. 
1 Pyrene won't cause the slightest damage te your 
motor, body, or upholstering. 
5 Pyrene will not lose its strength 
The gases liberated are non-injurious 
Pyrene does not freeze at 50 degrees below zero. 


AT $12.00 EACH 





THEY WILL SAVE YOU A LOT OF MONEY. 
Extra Pyrene Liquid $2.50 Per Quart. 


SUMNER CO. 














MAIN St. MONCTON.N.B r 
2—An Ad That Will Sell Pyrene Extin- 
guishers 
Hardware Co., New York City. It is 


an exceptionally attractive four-page 
paper with plenty of features that 
serve to make it interesting reading. 

Notice the cuts and headings used on 
the page reproduced. These cuts dress 
up a store paper wonderfully and add 
greatly to its pulling power. When you 
plan a store paper see that you use 
both feature cuts, as illustrated by the 
“'Twas Said” illustration, and regular 
headings for columns and departments 
as illustrated by the editorial and 
humor heads. 

The editor of The Magnet certainly 
understands human nature. You will 
note that he has kept mention of the 
hardware store on the first page of 
his paper down to two small items, 
devoting the bulk of the page to matter 


of general interest. 

In this way, the most indifferent 
reader is induced to start reading, and 
once that thing is accomplished the 
whole four pages of the paper are 
bound to have some show of being at 
least looked over. 

Throughout the other three pages of 
this September issue, a variety of cuts 
are used to illustrate both articles and 
suggestions for buying. A _ special 
heading was used in connection with 
a talk on painting during the fall. 
This heading added a lot of punch to 
the paint talk. 

The Magnet is very well handled both 
in the set-up and in the press work, and 
we feel that it will be the means of 
bringing additional business to the Tre- 
mont Hardware Co. 


Full Information on Pyrene 
No. 2 (2 cols. x 6 in.). 


Here is an ad sent us by G. V. White, 
ad manager for the Sumner Co., Monc- 


ton, N. B., that is well worth reading. 
It gives a lot of information about a 
popular small fire extinguisher that 
the average motorist has never had. 

The copy shows that the extinguish- 
ing fluid does not lose its strength, 
which is a question that has been asked 
by many a motorist. It shows that the 
liquid does not injure anything about 
the car with which it comes in contact 
—another fact not generally known and 
appreciated. The item about Pyrene’s 
non-freezing quality will also make a 
special appeal just at this season of the 
year. 

The text matter also gives the size 
and weight of the extinguisher and in- 
forms the reader that he will save 15 
per cent of his insurance premium, 
which is a mighty important matter 
for the 15 per cent amounts to close 
to the retail price of the extinguisher. 

We consider this a very well written 
ad and in concluding, we might say 
that this is about the first time we have 





Let Us Place a 1900 
Electric Washer in 
Your Kitchen 











these splendid washing machines to four 
Cobleskill Homes 


These machines do winderful work at a 
very low cost of operation. In fact, they are 


guaranteed to suit YOU. 


But how is it that $2 do the work of $3, 
you'll ask. 


Well, if you investigate the market you 
will find that the average price of electric 





Within the past few days we have delivered four of 


I. VAN VORIS °Rtmnnesew 


yy 


OX 


4 fh : 


WORK OF 3 


On this well known 
we do not ask $150, nor 


washers is around $150. 
and reliable make, 
even $100. The regular price is $85.00 and in 


order to stimulate sales, we make a special 
cash price of $75.00. 


nickel are pretty, 


Polished copper and 
to be sure, but they don't 
Why pay the difference. 


Let us do your washing FREE. 


work any better. 











83—A Practical Example 
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of the Dollar’s 


New Power 
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Published Monthly by 
Edward Fereuson 
“‘TREMONT HARDWARE CO. 
485 E. Tremont Avenue 


(Near Bathgate Ave.) 
Telephone Tremont 1296 


After an absence of several 
months “The Tremont Magnet” 
will again be published for the 
benefit of its many friends. {ts 
aims are, “To acquaint our 
friends with the happenings that 
are local, to supply interesting 
news of our merchandise and to 
furnish helpful information.” 

Copies of “The Tremont Mag- 
met” will be sent FREF any- 
where upon request. If your cony 
does not reach you promptly, 
please advise us. 


SATISFACTION 
is one of the most important 
words in the mind of the up-to- 
date merchant who realizes that 
his success in business depends 
upon the satisfaction of his cvs- 
tomers. 

To please a customer is our 
first thought, always. We select 
our goods because of their super- 
jor quality. In serving our cus- 
tomers we strive always to give 
such good service that buying 
here becomes a pleasure: 

Our prices are moderate, and 
always fair. The statements we 
make whether in the store or in 
Our advertising, can be depended 
upon. We do all these things 
because we want to gain your 
confidence in us. 

We believe that the continued 
growth of our business is directly 
due to this policy of keeping 
Customer Satisfaction always in 
anind. 


“Congratulate me, old boy, 
{’m in love with the most bec u- 
timsl girl in the world, and she 
lcves me, and her father favors 
my suit,” cried Reggie Banniboy. 

“Good, old man!” answered his 
friend. “And -who’s the young 
lady?” 

“Why, Nellie, of course 
Merson.” 

“And very nice, too. But how 
do you know her father favors 
your engagement?” 

“Why, he’s invited me_ to 
dinner.” 

“Ah, but wait a moment, old 
friend! Nellie is keeping house 
now, and perhaps he thinks that 
when you have tasted her cook- 
ing you won’t be so keen on the 
lady. 

And that’s how the two friends 
quarrelled. for the truth breaks 
a lot of friendships. 

In business, truth makes a lot 
of friendships—absolute truth in 
selling, both by the salesman and 
in advertising, is the only meth- 
od that can be depended upon to 
bring satisfaction. and make 
friends. 

This store has a _ host of 
friends because we would rather 
under-rate than over estimate, 
because our goods are of the 
quality that satisfies and gives 
service. You can bank upon our 
cords and what we sav about them 


Miss 


Cause for Amusement 
“What are you laughing about 
“Now that peace is here, I’m 
thinking of the poor beggars who 
got married to escape the army.” 


"> 


He—My dear, I can’t afford to 
buy you a new hat.” 
She—“Still, you’d save money if 
you did.” 
He—“How do you 
out.” 
She—“Because, I shall fret my- 
self ill if I don’t get it. and you 
know what doctor’s bills are.” 


make that 


Lady—“Aren’t you ashamed to 
beg? You are so ragged that 1 
am ashamed of you myself.” 
Hobo—“Yes, it is kind of a-re- 
flection on the generosity of the 
neighborhood, mum.” 


Speaking of Hammers, one 
good head is better,than two 
poor ones. 


Telephone Your Needs 
Did you ever stop .to think 


how near. we are to you. No 
doubt there are times’ when you 
want Something in the hardware 
line, but you are too busy to go 
out. 

All ‘phone orders are attended 
to promptly. Our telephone 
number is TREMONT 1296. 





“BUY IN TREMONT” 


1—The Magnet Looks as if It Will “Draw” Trade 


noted a retail ad say anything about 
the cost of refilling the extinguisher. 
We believe this is an important point. 


Showing the $ Has More Kick 


No. 3 (3 cols. x 5 in.). 

Here is a very strong ad. It was 
sent us by Arthur Van Voris Advertis- 
ing Service of Cobleskill, N. Y., which 
firm does the publicity work for the 
I. Van Voris stére of the same town. 

The stock cut used is a strong one 
and of special interest to readers in 
these days when everybody is watching 
for reduced price announcements. How 
much stronger is the cut combined 
with the headline than would be the 
headline by itself. 

After the writer has gained attention 
through the cut and the main heading 
referring to the 1900 Washer, he pro- 
ceeds to talk most convincingly about 
just how two dollars do the work of 
three, and the talk has a sincere and 


convincing ring. 

In addition to the regular price of 
the washer being $85, which is a strong 
argument in itself, the store offers a 
reduction of $10, which makes the ad 
talk strong in terms of hard cash. 

The last line of the ad is a gem. 
It stirs up quite a little figuring as to 
just its exact meaning. 

Mr. Van Voris ‘s running a series of 
ads on reduced prices for the Van 
Voris store, and he states that he will 
continue to run them as long as he 
finds declining prices in merchandise 
of known reputation. 

Mr. Van Voris also states that he 
finds this department a most interesting 
feature each week and that he never 
misses these publicity pages. Thanks 
for your appreciation. 


Two Types of Electric Ranges 


No. 4 (2 cols. x 9 in.). 
This ad, sent us by F. J. Rosenwald 
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& Son, Bellingham, Minn.. is one of 
the few ads we have seen on electric 
ranges. Here are presented two types 
of ranges, the main differences between 
them being retail cost and oven equip- 
ment. 

The panel presenting the Westing- 
house Range states that the range is 
“exactly like cut.” This strikes us as 
a particularly happy phrase and one 
that should be used more often than 
is the case. Many readers think cuts 
are often used to give an idea of the 
item advertised but do not necessarily 
depict it faithfully. Consequently, when 
your cut does do this as distinguished 
from a cut of general nature, the fact, 
we believe, should be made plain by the 
line “exactly like cut.” j 

There is one criticism we have o 
this ad that applies to all electric range 
ads we have seen of late. It is this: 
the range is not “sold” to the reader. 
The difference between it-and other 
types suchas. gas and coal, is not made. 

An electric range ad should say 
something about the cost of operation, 
the freedom from repairs and adjust- 
ments (a gas range, for instance, re- 
quires considerable adjustment at times, 
particularly when the quality of gas 
varies, that an electric range does not 
require), and most certainly should say 
something strong about the wonderful 
convenience afforded by the electric 
range. It should have a word concern- 
ing quickness and degree of heat. 

In other words, the electric range is 
little short of a mystery to many house- 
wives, and if you want them to investi- 
gate your line of electric ranges, you 
must tell them some facts that will 
MAKE them want to investigate. 


“Hughes” and “Westinghouse” 
Electric Ranges 


Your Choice of the two leading makes 
recognized as the Highest Grade Elec- 
tric Ranges on the market. 


PLACE YOUR ORDER NOW! 





We can offer you a large variety to choose from in 
either a ‘‘Westinghouse’’ or “Hughes’’ and at all 
prices. Have Your Electric Range Installed NOW! 


“Westinghouse ’ 
Type M-1 
Full Automatic 
; (exactly like cut) 
Price $195.00 
“Hughes” Type 40 
with hour oven 
The ideal range for 
limited kitchen space 
See sample on our 
floor. 
Price $146.30 


HOT PLATES AND DISG STOVES. 
$12.15 and up. 


TERMS: Sold on Easy Payments. 
&S Per Cent Discount For Cash. 





F. J. ROSENWALD & SON, 
“Everything In Hardware” 


Bellingham, Minn. 


4—Featuring the Newcomer in the Kangée 
Field 
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IN HARDWARE, IRON AND STEEL, ETC. 
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Office of HARDWARE AGE, 
239 West 39th Street, 
New York, Oct. 3, 1921. 


USINESS is surely reviving! 

Every report received from New 

York hardware jobbers is in an 
optimistic tone, describing the slow but 
sure improvement in business. Retailers 
also speak with confidence of the cur- 
rent situation and look for a continua- 
tion of present conditions. 

Buying was resumed the early part 
of last month and wholesalers report 
that September has shown itself a bet- 
ter business month than was generally 
expected. It is said that October will 
show increased business in all hardware 
lines, with both the jobbers and dealers. 

Price adjustments are coming into 
evidence and the question of price con- 
tinues to be the dominating factor of 
the local market. The somewhat de- 
pleted retail stocks in evidence Sept. 1 
seem to be partially refilled. 

Among the more important price 
changes announced by local jobbers are 
the following: 

Conduits were reduced 4 per cent 
Sept. 20 by most manufacturers. 

Wall boards are now quoted at $3 per 
thousand. 

Blind staples have declined 50c. per 
100 Ib. 

The market for building paper seems 
to be strengthened at the new prices of 
$35 to $38 per ton. 

The price on steel letters has been 
reduced. 

Mallison’s sash cord was advanced 2c. 
per lb. Sept. 24. 

Mallison’s clothes line was advanced 
10 to 15 per cent Sept. 24. 

Lamp chimneys were reduced 15c. per 
doz. Sept. 15. 

Lantern globes have been reduced 10 
per cent. 

Many lines of sash cord have been 
increased 10c. per Ib. because of the re- 
cent high prices in the cotton market. 

Jobbers report the following an- 
nouncements from manufacturers: 

The Columbian Hardware Co., Cleve- 
land, Ohio, has reduced prices on oil 
stoves approximately 10 per cent. 

The American Saw Works, Hacketts- 
town, N. J., issued a new discount sheet 
Sept. 24 showing substantial reductions 
on its full line of circular saws. 

Michigan Bolt & Nut Works, Detroit, 
Mich., has issued discount sheet No. 22 


NEW YORK 


on turn buckles showing a reduction 
effective Oct. 1. 

Western Block Co., Lockport, N. Y., 
has reduced the price on tackle blocks. 

Automobile Accessories.—The demand 
for automobile accessories has received 
a little more attention this past week 
and jobbers report that a good winter 
business and possibly late fall demand 
is to be expected. Stocks are in good 
condition. At present specialties and 
tool sets are the most active in this 
line. 

Ash Sifters—A few cold days of a 
week ago made dealers think of ash 
sifters, and the current demand is fairly 
brisk. Stocks are fair and prices firm. 

Jobbers’ quotations f.o.b. New York: 

Heavy steel galvanized ash sifter, rotary 
wire sieve, iron brace bands, $30 per doz. 
Crated, $33 per doz. 

Axes.—In the suburban districts the 
demand for axes is showing signs of 
slight increase, though generally speak- 
ing interest is mild. Prices are firm 
and stocks adequate. 


Jobbers’ quotations f.o.b. New Yor 
House axes, ebony finish, 2% Ib., ee per 


oz. 

“Fall City” axes, 2% Ib., 

Long Island handled axes, 
$19.50 per doz. 

Second quality, 36-in. 
$19 per doz. 

Flint edge, Rockaway pattern, 4 to 5 Ib., 
$20.75 per doz. 

Connecticut pattern, 
3% Ib., $19.50 per doz. 

Bolts and Nuts.—Interest in this line 
is fairly good. The price changes of last 
week caused considerable interest. 


Jobbers’ quotations f.o.b. New York: 


$13.50 per doz. 
2% to 2% Ib., 


handle, 4 to 5 Ib., 


handled axes, 3 to 


Common carriage bolts, % by 6 and 
smaller, 50, 10 per cent to 50, 10 and 5 per 
cent; longer and thicker, 45 and 10 per 


cent to 50 and 5 per cent. 

Machine bolts, % by 4 and smaller, 50, 
10, 10 per cent to 60 and 5 per cent; larger 
and thicker, 50 and 10 per cent to 5), 10 
and 5 per cent. 

Semi-finished hexagon nuts, * and 
smaller, 80 per cent; larger and thicker, 75 
per cent. 

Tinners’ rivets, 60 per cent. 

Hexagon machine screw nuts, iron, 40-5 
per cent; brass, 4/32 to 8/32 in., 75 per 
cent; 10/32 to 12/32 in., 65 per cent; 
14/32 in., 60 per cent. 

Lock washers, 50 per cent. 

Toggle bolts, steel, bright finish, 
cent. 

Iron rivets, 60 per 
rivets, 40 per cent. 

Stove bolts, 80 per cent. 


Builders’ Hardware.—Interest for 
this class of goods is increasing weekly 
and jobbers express complete satisfac- 
tion. Stocks are adequate and prices 
fairly firm. 

Cider Mills and Wine Presses.—Re- 
ports indicate active retail sales for 
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60 per 


cent; solid copper 





these articles. Stocks are reported to be 


in good condition and prices firm. 
Jobbers’ quotations | om New York: 
Cider Mills, junior $33 each net; 


medium size, $42.25 each me 


senior size, 
$55 each net. 


Wine presses, popular range ac- 
cording to size, from $8.25 net to $16.50 
each net. 

“Juicy Fruit’? wine and j ress, 6-qt., 
$5.35 each; 12-qt., $7.50 eac! 

Coffee Mills —Mild demand, steady 


prices, adequate stocks. 
Jobbers’ quotations f.o.b. New York: 


Coffee mill, glass hopper, metal parts, 
japanned, holds 1 lb. coffee, $11 per doz. 
— slightly different shape, $14.25 per 
aoz. 


Cotton Gloves.—The demand for cot- 
ton gloves is increasing. At present 
stocks are ample and prices fairly firm. 


quotations f.o.b. New York: 
canton flannel, with 
$1 per doz. pair, 


Jobbers’ 

Cotton gloves, white 
knit cotton wrist, light, 
net; heavy, $1.75 per doz. pair, net. Heavy 
weight white canton flannel, cuff lined, 
with heavy stiffened material, regular style, 
$1.75 per doz. pair, net; leather faced, $4 
per doz. pair, net. 

Farming Tool Handles.—Prices are 
steady and stocks good, with a moder- 
ate demand. 

Jobbers’ quotations f.o.b. New York: 

Hay fork handles, bent, 5 ft., $4.75 per 
doz.; 6 ft., $7.25 per "doz.: hay fork handles, 
straight, 5 ft., $4 per doz.; 6 ft., $6.40 per 


doz. 

Long handle manure fork handle, $4.20 
per doz.; wooden D manure fork handle, 
$6.60 per doz. Six ft. rake handle, $5.90 per 
doz. 

Shank hoe handles, $2.20 per doz. Spade 
handles, $6.75 per doz. 

Malleable D spading fork handle, $5.45 
per doz., plus 5 per cent. Wooden D spad- 
ing fork handle, $6.60 per doz. 

Bundle lots 5 per cent off. 

Football Goods.—Dealers in suburban 
districts find that the football goods are 
coming into demand. Jobbers express 
satisfaction with early orders. Stocks 
are apparently adequate and prices 
fairly steady. 

Garden Tools.—The new prices quoted 
last week did not in any way show a 
decided increase in local interest, due 
probably to the lateness of the season. 

Jobbers’ quotations f.o.b. New York: 

First quality shank hoe, $7.94 per doz.; 
second quality, $6.92 per doz.; first quality 
socket hoe, $8.77 per doz.; second quality, 
$6.79 per doz.; mortar hoe, 9 in., 6 ft. 
handle, $10.80 per doz. 

Malleable rakes, 10 tooth, $3.75 per doz.; 
12 tooth, $4.10 per doz.; 14 tooth, $4.80 per 
doz.; 16 tooth, $5.25 per doz. 

Steel rakes, 10 tooth, $7 per doz.; 12 
tocth, $7.70 per doz.; 14 tooth, $8.45 per 
dcz.; 16 tooth, $9.20 per doz.; 18 tooth, $9.85 
per dez. 

First quality steel bow rakes, 12 tooth, 
$9.75 per doz.; 14 tooth, $10.15 per doz.; 16 
tooth, $10.85 per doz. 


Second quality manure fork, 4 tine, wood 
D strap, $14.85 per doz.; competitors’ spad- 
ing fork, 4 tine, $9.68 per doz.; second 
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quality spading fork, wood D handle, strap, 
$15 per doz. First quality, $16.10 per doz. 
Spading forks, 5 tine, wood D strap, $20.40 


per doz; 3 tine hand cultivators, $7.40; 5 
tine, $10.20. 


Turf edgers, shank, $9.20 per doz.; socket, 
$10.25 per doz. 

Jobbers quoting 5 per cent_off bundle lots; 
extra cOncession 5 per cent business placed 
before October 15. . E 

Galvanized Ware.—The market on 
galvanized ware has strengthened per- 
ceptibly, due probably to slight ad- 
vances made by most mills. Local job- 
bers express the opinion that the bot- 
tom of the market was reached about 
two or three weeks ago and that any 
price movement will be slightly upward. 
Prices to the retailer remain unchanged. 

Prices to retailers f.0.b. New York: 

Galvanized sheets, No. 28 gage, $5 to 
$5.25 per 100 Ib. 

Jobbers’ quotations f.o.b. New York: 

Galvanized pails, 8 qt., $2.35; 10 qt., $2.70; 
12 at., $2.95; 14 qt., $3.30; 16 qt., $4 per doz. 

Galvanized wash tubs, No. 1, $7.85; No. 
2, $8.80; No. 3, $10.25; all per doz. 

Ice Scrapers.—Along with other sta- 
ple winter goods, ice scrapers are re- 
ceiving increased attention weekly. 
Prices are firm and stocks ample. 


Jobbers’ quotations f.o.b. New York: 
Ice scrapers, solid shank, steel blade, 
rough finish, 64% x 5% in., 4 ft. handle, $6.25 


per doz Solid shank, extra quality, tem- 
pered steel blade, 7 x 6 in., % in. pol- 
ished and painted blue, 4 ft. handle, $7.50 


per doz. Ice scrapers, socket extra heavy, 
7 in. blade, 6 in. deep, % in. polished and 
painted blue, 4 ft. handle, $10 per doz. Ice 
scrapers, extra heavy, solid shank, double 
beaded blade, 8 x 6 in. heavy iron ferrule, 
4% ft. handle, $10.40 per doz. 


Ice Skates.—Prices are, of course, 
steady, being guaranteed till Feb. 1, 
1922. Interest at present is mild and 
stocks very good. 


Jobbers’ quotations f.o.b. New York: 
_Men’s and boys’ all clamp club skates, 
sizes 8 to 12 in., 91c. to $1.18. Men’s and 
boys’ all clamp hockey skates, runners cast 
steel, all parts nickel plated, sizes 9% to 
11% in., $1.24 to $1.68. Canadian hockey 
skates for men, women and children, nar- 
row foot plate, sizes 8 to 11% in., 94c. to 
$1.48. Women’s and children’s club skates, 
russet leather back and strap, sizes 8 to 
11 in. Polished cast steel runners, $1.15 
to $1.40. Women's and children’s clamp 
hockey skates, $1.40. Women’s and children’s 
clamp hockey skates, russet leather back 
and strap, runners made of cast steel, 
nickel plated, $1.51 to $1.99. 


Jack Chain.—Demand for jack chain 
is not very heavy at present. The new 
prices announced last week are expected 
to stand for some time. Stocks are 
sufficient. 


Jobbers’ quotations f.o.b. New York: 

Iron jack chains, 6 to 18, 40 per cent off 
19 to 24, 30 per cent off; brass, 6 to 24, 
40 per cent; brass, safety, 40 and 10 per 
cent. 


Lanterns.—Prices are steady, stocks 
sufficient, but interest rather mild. 


Jobbers’ quotations f.o.b. New York: 
Hy-Lo tin lantersn, $9.50 per doz. Victor 


tin lanterns, $9.50 per doz. Monarch tin 
lanterns, $9.50 per doz. Junior brass lan- 
terns, $18 per doz. Blizzard tin lanterns, 
$14.50 per doz. Buckeye dash lanterns, 
$14.75 per doz. Roadster wagon lanterns, 
$18.50 per doz. De Lite lanterns, $14.50 
per doz. Little Wizard lanterns, $11.25 per 
doz. Eureka driving lanterns, plain lens, 
$19 per doz. Watchmen’s mill lanterns, 


enamel finish, $25 per doz. 
form lanterns, $9.75 each. 
Levels.—Along with other necessities 
used in the building trades, levels have 
received considerable attention of late. 
Stocks seem to be adequate with local 
jobbers and the prices quoted are the 
latest market developments. It is ex- 
pected that these prices will continue. 


Jobbers’ prices f.0.b. New York: 
Pocket levels, iron, 3 in., japanned, $1.72 


Imperial plat- 
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per doz.; 2 in. hexagon brass, nickel plated, 
proved glass, $3.60 per doz.; same, 4% in., 
$8.20 per doz. . 

Line levels, 3 in. aluminum, German sil- 
ver end, $5.13 per doz. é . 

Plumbs and Levels.—Cast iron japarined, 
nickel plated trimmings, with proved 
glasses, two plumbs, 6 in., $16.32 per doz.; 
same, 24 in., $31.60. 

Steel Levels.—Cold rolled steel, web 
japanned, 1 plumb and two levels, 22 in., 
$19.38 per doz. 

Linseed Oil.—The demand for linseed 
oil is fairly active, though the market 
has been unsteady for the past ten days, 
showing declines in prices from 2 cents 
to 4 cents on the gallon. Stocks, though 
not over abundant, are sufficient for the 
present demand. 

Prices to retailer f.o.b. New York: 

Linseed oil in carlots, 72c. to 74c. per gal. 
Less than carlots but more than 5 bbls is 
76c. to 78c. per gal. Single bbl. lots is 79c. 
to 80c. per gal. Boiled oil is 2c. extra per 
gal. and double boiled oil is 3c. per gal. ex- 
tra. Oil in half bbl. lots is 5c, extra per gal. 

Nails.—Business for September was 
very good in nails and showed slight 
improvement over the previous month. 
Stocks are adequate. The local market 
is still negotiable. 

Jobbers’ quotations f.o.b. New York: 

Wire nails, $3.50 to $3.70, base, per keg. 

Cut nails, $4.25 to $4.45, base, per keg. 

Coated nails, $3, base, per keg. 

Wire nails and brads, 75-10 to 80 per cent. 

Naval Stores.—There seems to be a 
tightening up process in the local naval 
stores market, which may have a tend- 
ency to strengthen conditions. At pres- 
ent the general local demand is light 
and there is still some tendency toward 
daily price fluctuations. 


Prices to retailers f.o.b. New York: 

Turpentine, 74c. to 77c. per gal. Rosin is 
being quoted: B grade, $5.55; D grade, 
$5.60; E grade, $5.70: F and G grade, $5.75; 






H grade, $5.85; I grade, $5.90; K grade, 

$6.10; M grade, $6.25, and N grade, $6.50. 

WG grade is $6.75 and WW grade $7. 
Roller Skates.—Slight improvement 


is reported in roller skates. Prices are 


firm and stocks adequate. 


Jobbers’ quotations f.o.b. New York: 

Extension roller skates, steel foot plate 
and back, extend 74% to 9% in., cast iron 
rolls, web heel and toe straps, $1.10 per 
pair. Same, better grade, $1.20 per pair. 
Extension skates, with tops, trucks, clamp 
made of cold rolled steel, rubber cushioned, 
extension, 7% to 10 in., half strap heel, 
clamp toe, plain steel roll, $2.10 per pair. 
Extension ball-bearing roller skates, for 
men, nickel-plated, $2.65 per pair. Same, 
for women, $2.75 per pair. 


Rope and Twine.—Following a much 
higher hemp market, quotations on 
manila rope have been advanced 1c. 
per lb. 


Jobbers’ quotations f.o.b. New York: : 

Manila rope, No. 1 grade, 17c. to 19%ec 
per lb. Hardware grade, 14c. per Ib. Sisal, 
No. 1 grade, 13c. per lb.; sisal, No. 2 grade, 
llc. per lb. Bolt rope, 20c. to 22c. per Ib. 

Lath yarn, 13c. to 15c. per Ib. Jute wrap- 


ping twine, 19'%4c. to 24%c. per Ib. India 
hemp twine, No. 6,15%ec. to 17%c. per Ib. 


Screws.—The demand for screws is 
consistent. Stocks are ample and prices 
firm. 


Jobbers’ quotations f.o.b. New York: 

Vood Screws.—Flat head, bright, 7744-15 
per cent; flat head, galvanized, 6214-15 per 
cent; round head, blued, 75-15 per cent; 
round head, nickeled, 65-15 per cent; round 
head, brass, 70-20 per cent; flat head, 
brass. 724%4-20 per cent; round head, brass, 
nickeled, 65-20 per cent. 

Machine Screws.—Iron, flat and round, 
80-10 per cent; brass, flat and round, 75 per 
cent. 

Cap screws, 75 per cent. 

Set screws, 75-5 per cent. 


Shovels.—Sales are very brisk, ac- 
cording to reports from local jobbers. 














October 6, 1921 


Stocks and prices are, however, reported 
as weak. 


Jobbers’ quotations f.o.b. New York: 

Long handled, steel snow shovel, $4.50 per 
doz.; D handled, steel snow shovel, $5.50 per 
doz.; D handled, hollow back, furnace scoop, 
$5.75 per doz.; long handled, hollow back 
furnace scoop, $5.75 per doz.; riveted back 
furnace scoop, long handle, $10.50 per doz.; 
D handled, $10.50 per doz. 


Sleds.—Considering that it is early in 
the season for.such goods, the demand 
for sleds continues to be very consistent. 
Prices. are unchanged. 


Jobbers’ quotations f.o.b. New York: 

Flexible Flyer sleds, No. 1,.38.in. long, 12 
in. wide, 6 in. high, $4.50 each; No. 2, 42 in, 
long, 18 in. wide, 6 in. high, $5 each; No. 3, 
47 in. long, 14 in. wide, 7% in. high, $ 
each; No. 4, 52 in. long 14 in. wide, 7% in. 
high, $7 each. Junior Racer, 49 in. long, 12 
in. wide, 6% in. high, $5.50 each; Racer, 57 
in. long, 13 in. wide, 714 in. high, $6.75 each; 
long, 16 in. wide, 8 in. high, 
No. 4, with-one pair df foot 
rests, No. 5, with two pair of foot 
rests, $ 


Spring Balances.—Stocks are good 
and prices steady; interest is mild. 


Jobbers’ prices f.o.b, New York: : 

Sportsmen’s spring balances, brass, nickel 
plated, capacity 16 Ib. by % Ib., 4.75 per 
doz. 

Straight spring balances, brass front, te 
weigh 25 lb. by % Ib., $1.50 per doz.; to 
weigh 50 lb. by 1 lb., $3 per doz.; to weigh 
100 lb. by 1 lb., $48 per doz.; to weigh 150 
lb. by 1 Ib., $69 per doz. 

Iron clad ice balances, iron case, 
japanned, brass nickel plated dial, to weigh 
200 Ib. by’ 5 Ib., $4.50 each net; te weigh 
30) lb. by 5 Ib., $5.25 each net; te weigh 
450 lb. by 5 Ib., $5.75 each net. 

Circular spring balance weighs 16 lb. by 
ounces, enameled dial, 6% in., nickel plated 
rim, porcelain enameled pan, 10% in., $2.46 
each net. Circular spring balance weighs 
10 lb. by ounces, enameled dial, 6% in., tin 
scoop, 7x 10x 2% in., $3 each net. Circular 
spring balance weighs 40 lb by 2 ounces, 
white enameled dial, 6% in., galvanized 
scoop, 18x 14x7 in., $5 each net, Circular 
spring balance, brass front, weighs 20 Ib. 
by ounces, pan 11 in. in diameter, $3.25 
each net. 


Strainers.—Interest for strainers has 
slackened slightly, though prices are 


unchanged. 
Jobbers’ prices f.o.b. New York: 
Wood handle strainers, high grade, 30 


mesh, twilled cloth, maroon handle, 2% in., 
80c. per doz.; same, 2% in. handle, 85c. per 
doz.; 3% in. handle, $1.05 per doz.; 4 in. 
handle, $1.25 per doz. Flat bottom 
strainer, 30 mesh, twilled cloth, maroon 
handle, 2% in., 80c. per doz.; 2% in., 92c. 
per doz. 

Stove Pipes and Elbows.—The de- 
mand for this class of goods is begin- 
ning to show a slight increase. Prices 


are reported as unchanged. 

Jobbers’ prices f.o.b. New York: 

Stove pipe, black iron, No. 28 gage; 12 
lengths to a bundle, 4 in., $1.60; 4% in. 
$1.75; 5’in., $1.95: 514 in., $2.25; 6 in., $2.50 
each per doz. lengths. 

Elbows, black ‘iron, No. 28 gage, 12 
lengths to a bundle, 4 in., $1.60; 4% in, 
$1.79; 5 in., $1.80: 5% in., $2.10; 6 in., $2.25 
each per bundle of 12 lengths. 


Tree Holders.—Jobbers report fairly 
good business in this class of goods. 
Prices are firm. 

Cast iron tree stands, japanned, striped 
with gold bronze, 2 in. opening, $10 per 
doz. net: 3 in. opening. $16.75 per doz. net; 
“Gem” tree stand, $5.75 per doz. 

Toys.—All indications seem to point 
to a good holiday business this year. 
The present demand is very fair. Prices 
are firm, generally speaking. 


Window Glass.—The demand for win- 
dow glass is increasing. Stocks are 
moderate and prices firm. 

Prices to retailers f.o.b. New York: 

B single window glass, 82 per cent dis- 
count. 

B double glass, 85 per cent discount. 

A double and single glass, 82 per cent. 
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All of these discounts are from the 
standard prevailing list price. 

Wire Goods.—Dealers are placing 
good orders for late delivery and prices 
seem to vary. 

“Jobbers’ quotations f.o.b. New York: 

Poultry netting, galvanized, after weav- 
ing, factory shipment, 50 and 5 per cent, 
from New York stock, 45 per cent. Poultry 


Office of HARDWARE AGE, 
1505 Otis Bldg., 
Chicago, Sept. 27. 


N those communities in which a little 

colder weather is felt there is a 
lively demand for winter hardware. In 
central and northern Wisconsin reports 
indicate that business is quite good, but 
around the Chicago territory the re- 
tailer reports something of dullness, 
occasioned quite largely by the fact that 
the weather has been warm and there is 
not much interest in stoves and season- 
able fall lines. 

Wholesalers are having a good run 
of business, the retail trade getting in 
stocks to care for the demand which is 
bound to come with good weather for 
autumnal merchandise. 

Prices show no great variation this 
week. On some commodities the tend- 
ency of the market is upward and there 
is little of a disposition to lower prices. 

The building situation in Chicago re- 
mains about the same. There has been 
no settlement between the carpenters, 
plumbers and other unions who were 
not a party to Judge Landis’ decision 
end the association of contractors. 


Some of the men are finding work with: 


the independents and a number of non- 
union men have been put on some jobs. 
There has been no trouble so far, but 
usually when an effort is made to en- 
force the open shop the union carpenters 
who are on the job quit. Practically no 
new building is being started and not 
much will be, it is said, so long as there 
is uncertainty in the employment situa- 
tion. 

The general employment situation is 
said to be getting better, more men 
being at work than at any time since 
last summer. 

Reports from iron and steel mills in 
this territory indicate that the output 
with them is on the up curve, but only 
to a small extent. There are some indi- 
cations that the railroad situation is im- 
proving and hopes that the roads will 
soon be in the market for a good deal 
of material, an element which is very 
important in the iron and steel trade. 

Automobile Accessories.—There is no 
great improvement in the demand. In 
some quarters a slight falling off in 
sales is noted. Prices are staying at 
practically the same levels. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Reliable Jacks, No. 46, $3 each, $34 
per doz.; De Luxe long handled standard 
jacks, $625 each; No. 1 standard jacks, 
$2.15 each; twin cylinder foot pumps, $1.25 
each; Simplex jacks, No. 36, $2.10 each; 
Stewart hand horns, $4 each; Weed chains, 
$0 x 3%, $5 per pair, with 25 per cent off in 
lots of one dozen pairs and 33% per cent 
off in lots of more than one dozen pairs; 
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netting, galvanized, before weaving, fac- 
tory shipment, 50-10-5 per cent. 

Square mesh wire cloth, 2 x 2, New York 
stock, $4.50 per 100 sq. ft.; 3 x 3, $4.75 per 
100 sq. ft.; 4 x 4, $5 per 100 sq. ft. 

P.S.—The Continental Co., Detroit, 
Mich., has issued a new price sheet, No. 
55D, showing a reduction of about 25 
per cent on its Continental combina- 
tion screen and storm doors. This new 
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Rid-O-Skid chains, $2 to $2.65 per pair; 
inner tubes, red, 30 x 3%, $2.50 each; gray 
tubes, 30 x 3%, $2.05 each; Lyon bumpers, 
$10.25 each; Bethlehem spark plugs, in lots 
of 100, special type, 43c. each; Mica type, 
Bethlehem spark plugs, 74c. each; Stand- 
ard porcelain Bethlehem plugs, 55c. each; 
Hercules Giant plugs, 55c. to 60c. each; 
Hercules Junior plugs, 27c. to 35c. each; 
Hel-Fi standard plugs, 27c. to 35c. each; 
Hel-Fi tractor plugs, 83c. each. A. C. Cico 
plugs, 48c. each; Splitdorf plugs, 70q. to 
78c. each; United plugs, junior, 40c. each; 
Champion X plugs, 50c. each; Champion O 
plugs, 50c. each; Champion Heavy Duty 
plugs, 57c. each. 

Axes.—This item is a seasonable one 
and very good business is being en- 
joyed. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Warranted quality single bitted un- 
handled axes, 3 Ib. to 4 Ib., $14.50 base; 
good quality black unhandled axes, same 
weight, $13.50 base; single bitted handled 
axes, $16 to $22.50 doz. - 

Alarm Clocks.—Good business is 
being enjoyed in alarm clocks, which are 
without change of price. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: America, $13.08 doz. lots, case, $12.48 
doz.; Blue Bird, $15 doz. lots, case, $14.16 
doz.; Bunkie, $25.56 doz. lots, case, $24 60 
doz.; Lookout, $16.08 doz. lots, case, $15.48 
doz.; Sleepmeter, $17.52 doz. lots, case, 
$16.92 doz. 


Agricultural Tool Handles.—This 
item is practically out of season and 
very little business is expected from 
now on. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Agricultural tool handles, 4% X plain, 
$3.50; X bent, $3.90; XX bent, $5.35; 4% 
bent hay forks, strap and ferrule, $7; 4% 
manure fork handle, strap and ferrule, $7 
doz. 


Bicycles and Tires.—Next season’s 
prices are- out and are lower and they 
are attracting some business. 

Builders’ Hardware.—In the Chicago 
district sales have not been so good for 
the last two weeks, but in other sections 
there is a good run of fall business and 
sales are holding up well and in many 
cases outdistancing the business en- 
joyed in early summer. There is no 
change in the price situation and noth- 
ing to indicate there will be. 

Cotton Gloves.—Factory deliveries 
are quite slow and are resulting in the 
withdrawing by the jobber of several 
seasonable items because they are un- 
obtainable. The following prices in- 
clude the recent advance. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: 6-oz. knit wrist gloves, $115 4doz.; 
8-oz. knit wrist gloves, $1.40 doz.; 10-0z. 
knit wrist gloves. $1.60 doz,; 8-oz. plain 
husking mittens, $1 doz. 


Copper Rivets and Burrs.—At pres- 
ent prices the item seems to be a good 
buy and sales are quite heavy. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Standard sizes and packages, 50 per 
cent discount. 


Chains.—The best business is in log 
chains and cow ties. Weldless light 
chains are also in good demand. 
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price sheet is dated Sept. 6 and is for 
dealers. 

Oliver Ames & Son, Boston, Mass., 
have sent a notice to the trade that the 
practice of allowing 25c. per doz. freight 
on list goods will be eliminated and that 
until further notice they will equalize 
freight with factories having lowest 
freight rate to customer’s city. 


Cutlery.—Sales are holding up well 
and in some items there is increasing 
interest. The jobber is advising cus- 
tomers to buy for winter demands and 
says there is little chance of prices 
going down. Some holiday stocks are 
coming in and there will be good busi- 
ness in this item for the next few weeks. 


Cooking Utensils.—Orders for enam- 


eled roasters are now coming in. This 
item should be a good seller for the 
next few weeks. Other cooking uten- 
sils are moving in reasonable volume. 


Eaves Trough and Conductor Pipe.— 
The new and higher market on galvan- 
ized sheets may necessitate new and 
higher prices on trough and pipe. Prices 
are as they have been, but are subject 
to change without notice. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: 29 gage lap joint eaves trough, $4.75 
per 100 ft.; 29 gage, 3 in., corrugated con- 
ductor pipe, $4.80 per 100 ft; 3 in. corru- 
gated conductor elbows, $1.55 per doz. 

Files.—There is no new price and 
business remains good. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Nicholson files, 50-10-10 per cent off; 
American files, 66% per cent off; Disston 
files, 50-10-10 per cent off: Black Diamond 
files, 50-10 per cent off list. 

Flint Paper and Cloth.—Sales are 
more than satisfactory at unchanged 
prices. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: First quality flint paper, No. 0, $4.50 
per ream; first quality emery cloth, No. 0, 
$27 per ream. 

Galvanized Ware.—There has been no 
actual advance in prices on this line, but 
the market in sheets would justify one 
and many in the trade are looking for 
an advance at any time. 


Glass.—There continues a good de- 
mand for glass. There is no change in 
price. 7 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Single strength A, all sizes, 81 per 
cent off; single strength B, all sizes, 81 
per cent off; double strength A. all sizes, 
83 per cent off; double strength B. all sizes 
83 per cent off; putty in 100-Ib. kits, $4.75; 
commercial putty, $4.10; glaziers’ points, 
Nos. 1, 2 and 3, one doz., 75c. 

Guns and Ammunition.—Dealers are 
having nice business in guns and ammu- 
nition and with all reason to think that 
it will stay good for many weeks. 

Hatchets.—Old prices still rule. There 
is a fair amount of business, but most 
orders are for small quantities. 

We quote from jobbers’ stocks. f.o.b. Chi- 
cago: Size 2 extra quality broad hatchets 
$19 doz.; Competitive grades, $13 doz.; 
warranted shingling hatchets, $14.35 doz.: 
Competitive forged shingling hatchets, $5.50 
doz 

Hammers.—Steady demand and of 
fair size is reported. The volume of 
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business is better on hammers than on 


most tool lines. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: No. 11% first quality nail hammers, 
$13.50 per doz.; Competitive forged nail 
hammers, $7.50 to $10 per doz.; cast steel 
hammers, $4 per doz. 

Hickory Handles.—Sales have been 
brisker for the past few weeks and 
without change of price. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: No. 1 hickory axe handles, $4 doz.; 
No. 2, $2.50 doz.; finest selection second 
growth white hickory, $6 doz.; special 
white second growth hickory, $5 doz.; No. 
1 hatchet and hammer handles, 80c. doz.; 
second growth hickory hatchet and hammer 
handles, $1.40 doz. 

Hose.—No change has been made in 
price, but the cotton market indicates 
a higher level will soon prevail. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: %-in. molded reel hose, good quality, 
13 %c¢.; Bom 3-ply good quality duck hose, 
13%c.; %-in. 4-ply good quality duck hose, 
l6c.; %-in. 5-ply multiple hose, 10%c. 

Lanterns.—Now that the days are 
shorter there is a much better demand. 
Prices are as of the past. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Monarch tin lanterns, hot blast, $9.50 
per doz.; No. 2 Dietz cold blast lanterns, 
$14.50 per doz.; with large founts, $16 per 
doz.; best tubular lanterns, $9.50 per doz.; 
Competition lanterns, No. 6 tubular, $7.80 
per doz. 

Ice Skates.—Although some dealers 
carried over ice skates from last sea- 
son, on account of the mild weather 
most retailers are in the market and 
orders are being now placed. Forecast- 
ers are predicting a long, cold winter, 
which would make a big demand for 
skates. The jobber says no further re- 
ductions in prices are looked for. 
"We quote from jobbers’ stocks, f.o.b. Chi- 
cago: North Star aluminum finish racer or 
hockey for men and women, $9 pair; North 
Star nickel finish racer or hockey for men 
or women, $10.25 pair; key clamp rocker, 
steel runners, bright finish, 90c. pair; key 
clamp rocker, steel runners, nickel finish, 
$1.15 pair; key clamp hockey, polished cast 
steel runners, $1.20 pair; key clamp hockey, 
carbon steel runners, $1.60 pair; half key 
clamp rockers for women and girls, $1.10 
pair; half key clamp hockey for women and 
girls, $1.50 pair; key clamp hockey for 
men and women rib runner, $2.75 pair. 

Nuts and Bolts.—The demand is of a 
steady character, but no big orders are 
being placed. 

We quote from jobbers’ stocks f.o.b. Chi- 
cago: Large carriage bolts, 50-10 per cent 
off list; small carriage bolts, 60 per cent 
off list; large sized machine bolts, 60-5 per 
cent off list: small machine bolts, 60-10 per 
cent off list; all stove bolts, 75-10 per cent 
=. list; all lag screws, 60 per cent off 

st. 

Nails.—Just about the same demand 
as before the recent price advance is 
reported. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Common wire nails, $3.65 per keg, 
base. 

Picks and Mattocks.—Sales have been 
very fair and the prices are considered 
really attractive. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Warranted picks, 5 lb. to 6 Ib., $9.80 
doz.; regular grade, $6.30 doz.; warranted 
mattocks, 5 Ib., $11.20 doz.; regular grade, 
$7.20 doz. 

Paints.—There is a sharp drop in lin- 
seed oil prices this week. The market 
is down 4c. per gal. The exact cause 
is not clear, but some say there is 
enough falling off in demand to force 
the market down. The rest of the paint 
line is about the same in price. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Boiled linseed oil in barrel lots, 87c. 
gal.; in five bbl. lots, 83a. gal.; raw linseed 
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oil in bbl. lots, 85c. per gal.; in five bbl. 
lots, 8lc. gai.; pure .urpentine, 8vc. gai. ; 
denatured alcohol in barrels, 45c. gal.; 
strictly pure white lead in 100 lb. kegs 


$12.25 keg; dry paste in barrels, 7c. 1b.; 
pure white shellac, $3.25 gal.; orange shel- 
lac, $3 per gal.; English Venetian Red, 
$3.75 to $8.25 per 100 Ib. 

Roller Skates.—The recent reduction 
in the prices on roller skates has stimu- 
lated business considerably, and as 
there is always a good demand for these 
goods at Christmas time, buyers are 
now in the market. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Boys’ ball bearing roller skates, 
$1.85 pair; girls’ ball bearing roller skates, 
$1.95 pair; Juvenile plain bearing with 
strap, 72c. pair; Juvenile plain bearing 
with clamp, 80c. pair. 

Rope.—Manila rope advanced Sept. 
22. The raise is 4c. per lb. No change 
as yet has been made on sisal. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Highest quality manila rope, stand- 
ard brands, 16%ec, to 174c.; No. 2 manila 
rope, 15c. to 15%c.; highest quality sisal 
rope, standard brands, 12%c, to 14c.; No. 2 
sisal rope, standard brands, llc. to 11%c. 
per lb. 


Shovels and Spades.—There is not 
apt to be any change in prices for the 
next few months, it is said. 

Sporting Goods.—There is still nice 
business in sporting goods and all signs 
point to a continuance. The price situ- 
ation seems strong with little change in 
sight. Football goods are in the lead 
in the sales. 

Singletrees.—No changes are report- 
ed this week. 


We quote from jobbers’ stocks. f.o.b. Chi- 
cago: 34 in. strap end varnished single- 
trees, $9 doz.; 48 in. doubletrees, $12 doz. ; 
40 in. neckyokes, $11.50 doz. 


Solder and Babbitt Metal.—Sales are 
of fair size. Prices here are for strictly 
standard goods. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Warranted 50-50 solder, $19 per 100 
lb.; Medium 45-55 solder, $18 per 100 Ib.; 
Tinners 40-60 solder, $17 per 100 lb.; High 
speed babbitt metal, $18 per 100 lb.; stand- 
ard No. 4 babbitt metal, $7 per 100 lb. 


Silverware, Cut Glass, Etc.—Interest 
in these lines is now showing and should 
continue up to the time the holiday de- 
mand is filled. Silverware is selling 
very well. 

Sledges, Mauls, Wedges.—Sales are 
of good volume at no price change. 


We quote from jobbers’ stocks, f.o.b. Chi- 

cago: Striking and B, S. sledges, 5 to 16 

: wood chopping mauls, 

5 to 8 Ib., $13 per 100 lb.; common fluted 
wedges, 3 to 6 lb., $7.50 per 100 Ib. 


Sash Weights.—Demand is of fair 
caliber at no price change. 


We quote from jobbers’ stocks, f.o0.b. Chi- 
cago: Ton lots, $37.50 per ton; small lots, 
= per ton; stock shipments, $42.50 per 
on. 


Sheet Steel.—Jobbers have not as yet 
made a corresponding advance in sheets, 
which have been raised in the mills. 

Stove Boards.—Prices are showing 
no change and the dealer is a little slow 
in buying, but is covering immediate 
needs. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Crystal wood lined square boards, 26 
in., $14.45 doz.; 28 in., $16.95 doz.; 30 in., 
$19 doz.: Crystal paper lined stove boards, 
square, $26 in., $8.15 doz.; 28 in., $9.10 doz. ; 
30 in., $10.80 doz. 

Sash Cord.—There has been very sat- 
isfactory business on sash cord. Prices 
are strong, due to the stiff cotton 
market. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Standard grades No. 7 sash ‘cord, 
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$8.20 doz. hanks; standard grades No, 8, 
$9.50 doz. hanks. 


Screws.—Prices stay strong, but there 
is not any heavy buying and the trade 
is still looking for important reduc- 
tions. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Flat head bright screws, 774-20 per 
cent off list; round head blued, 75-20 per 
cent off list; flat head brass, 72%-20 per 
cent off list; round head brass, 70-20 per 
cont off list; japanned, 70-20 per cent oft 

st. 


Traps.—The outlook is for a very 
brisk season in the sale of traps. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: No. 0 Victor, $1.71; oO. 1 Victor, 
$2.01; No. 1 Victor Giant, $2.56; No. 1% 
Victor, $3.05; No. 0 Oneida Jump, $2.37; 
No. 1 Oneida Jump, $2.75; No. 1% Oneida 
Jump, $4.12; No. v Triumph, $1.71; No. 1 
Triumph, $2.01; No, 1% ‘Triumph, $3.05; 
No. 115 X Triple Clutch, $3.25. 

Wheelbarrows.—Contractors’ barrows 
are leading in the sales. There is no 
price revision. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Common wood tray barrows, $% 
each; steel tray barrows, $4.50 each; steel 
leg garden barrows, $5.50 each. 

Washing Machines.—Bargain prices 
may be found on some makes of ma- 
chines. Sales are holding up very nicely. 

Wire Products.—Nothing new in 
prices since the recent advance on nails, 
plain and galvanized wire. Business. 
is of fair size. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: No, 8 black annealed wire, $3.35 per 
100 lb.; galvanized barbed wire, $4.30 per 
100 lb.; 12 mesh black painted wire cloth, 
$2.50 per 100 sq. ft.; poultry netting, 55 
per cent off; galvanized after weaving, 50 
per cent off; catch weight spool galvanized 
cattle wire, $4.30 per 100 lb.; 80 rod spoob 
galvanized hog wire, $3.85 per spool: No, 
8 galvanized plain wire, $3.85 per 100 lb. 


Kurzon Gives Party 


Charles Kurzon, 97-103 East 
Houston Street, New York City, en- 
tertained his sales and_ shipping 
forces at a banquet and theater 
party recently as.a token of appreci- 
ation for the work they have done 
in connection with the establishment 
of his new store. 


New Line of Jacks 


A new line of jacks for automo- 
biles will be placed on the market 
by the Woods Engineering Co., Al- 
liance, Ohio, which has just com- 
pleted a factory building 63 x 125 
ft. for the manufacture of these 
jacks. The jack will be known as 
the Morrison automobile double 
range continuous lift jack. It is of 
steel and malleable iron construc- 
tion with alloy steel gear and rack 
bars. 


Cement Reductions 


The Universal Portland Cement Co. 
announces a reduction in its selling 
prices for Universal Portland cement, 
effective Sept. 15, of 20 cents per bar- 
rel at its Chicago plant and 15 cents 
per barrel at its Pittsburgh and Duluth 
plants. This is the second price re- 
duction made by this company this 
year. 
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Office of HARDWARE ACE, 
410 Unity Building, 
Boston, Oct. 1, 1921. 


LL this week this Puritanical town 

has been stirred up by a Safety First 
movement in connection with the tenth 
annual congress of the National Safety 
Council. Whistles: have blown, bells 
have rung, governors have issued proc- 
lamations, the Massachusetts State Con- 
stabulary, Red Cross, traffic officers, fire 
department, Boy and Girl Scouts, the 
steam railroads, trolley lines, taxicabs, 
theaters, newspapers, schools, factories, 
milk dealers telephone companies, and, 
in fact, everybody, or nearly everybody, 
kept Safety First slogans constantly 
before the public with a view of estab- 
lishing a no-accident record in Massa- 
chusetts and other New England States. 
The smoke has not entirely cleared 
away and actual results are not known 
at this time. 

During all this racket the New Eng- 
land retail hardware dealer apparently 
has been in the background. Not a news- 
paper mentioned him for a whole week. 
But unbeknown to the general public, 
the retail hardware dealer has been con- 
tributing to a safety first movement— 
but not the kind all the other fellows 
have. His safety first movement has 
been confined to the purchase of mer- 
chandise. In justice to him it should be 
stated, however, that he has shown a 
growing interest in seasonable or, 
rather, holiday merchandise. But as far 
as the ordinary and everyday lines of 
hardware are concerned, he has not 
bought for future requirements—only 
as necessity due to demand requires. 
In addition, he has signified to jobbing 
house proprietor and jobbing house 
salesman that he has no desire to an- 
ticipate wants except on some of the 
lines handled during the Christmas holi- 
day season. Consequently, as a result 
of this movement, September bookings 
by the local jobbing trade show a con- 
siderable falling off as compared with 
1920 records for that period, and in 
quite a few instances a decrease when 
contrasted with September, 1919. 

Everything considered, however, the 
general hardware situation, from the 
manufacturing down to the retail dis- 
tribution points, is better than might 
be expected in view of what has hap- 
pened in other lines of business. While 
retail store investment in merchandise 
does show a falling off from 1920 and in 
some instances from 1919, fundamental 
conditions are extremely sound. Indus- 
trially we in New England are infinite- 
ly better off than we were a month or 
two ago. More people are working and 
Savings by the people are increasing, 
which means the storing up of a poten- 
tial buying power. The hardware job- 
ber and retail hardware dealer are not 
staggering under a load of top-heavy 
Inventories, and while large shrinkages 
have been taken in many inventories, 
very few people connected with the 
hardware trade in a merchandising way 
are worrying about what they owe. 
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Further, most of them are well off finan- 
cially. It therefore would seem that 
the hardware trade is working out its 
problem in a satisfactory manner, and 
a little falling off in a buying move- 
ment here and there does not, in the 
long run, amount to much. 


Augers.—Once more we have to an- 
nounce comparatively few price changes 
of importance during the past week. 
Several of the manufacturers of ship 
augers have revised their quotations, 
however. The revision is not uniform 
and on the aggregate probably amounts 
to a drop of 10 per cent. 

Box Strapping.—The market for box 
strapping is easier, it being 10 per cent 
off the list in full cases and net in 
broken cases. The demand for box 
strapping perhaps is a shade better, yet 
it is not normal, except in spots, and 
these are not sufficiently numerous to 
be a market factor. 


Builders’ Hardware.—For a long time 
it has been difficult for representatives 
of builders’ hardware manufacturers to 
smile. To be frank, their business has 
been poor, so much so, in fact, that 
orders for a dozen of this or that have 
looked mighty good. This week things 
are reported as decidedly better. Or- 
ders, for the first time in months, really 
are numerous, and while some of them 
call for only a few of this or that, there 
have been some very satisfactory stock 
orders come to hand. The latter, 
coupled with numerous contract orders 
placed by retail hardware dealers who 


‘have figured on school, house or some 


other job, make a decidedly respectable 
showing. There apparently is a definite 
movement in home _ construction 
throughout New England, and it is 
largely because of this fact that the 
builders’ hardware market is once more 
showing symptoms of activity. 

Chain.—Some of the manufacturers 
of jack chain have made a slight reduc- 
tion in prices, and in connection with it 
the jobbing trade have marked down 
their quotations about 5 per cent. Prices 
for all other kinds of chain remain as 
heretofore. There is, perhaps, a slightly 
better movement of proof coil self-col- 
ored chain in cask lots, but the market 
is a long way from active. Local stocks 
are comparatively small, however, and 
for that reason it does not take much 
buying to hold the undertone of the 
market firm. 

We quote from jobbers’ stocks: Proof 
coil self-colored chain, in cash lots, 3/16-in., 
$13.50 per 100 Ib.; WY-in., $12.35: 5/16-in., 
$10.60; %-in., $9.15; 7/16-in, $8.85; %4-in., 
$8.60; %-in., $8.40. 

Coaster Wagons.—As previously in- 
dicated, retail hardware dealers are dis- 
playing growing interest in holiday 
goods for the first time this season. 
That this is true is demonstrated in the 
market for coaster wagons. For several 
weeks jobbing house salesmen have con- 
ducted an active campaign to increase 
sales, and not until now have their 
efforts apparently borne fruit. We do 
not mean to infer that the demand is 


really active, but it is sufficiently so to 
encourage the belief among the jobbing 
trade that the ice has been broken. 
We quot m jobbers’ stocks: Coaster 
wagons, | ne, No. 2A, $44 per doz., 
net; No. | i7; No. 14, ; No. 15, 
$76.67; No 7. From direct factory, 
prices rans 10 per cent less. 
Files—Iin common with the recent 
reduction in prices by some of the other 
manufacturers, the makers of Arcade 
style files have taken similar action, 
lowering quotations 10 per cent. This. 
and the former movement have had 
comparatively little influence in bring- 
ing out increased orders. Jobbers” 
stocks in most cases are not large, but 
in view of business conditions, they are- 
larger than desired, consequently there- 
is a tendency among wholesale- 
houses to hold back on fresh purchases. 
The over-the-counter business does not 
warrant greater retail store buying than 
is going on from day to day. But as 
one jobber puts it: “While things are- 
not perhaps just as we would like, we 
are drawing nearer the day when bare- 
stocks will necessitate a more normal 
use and movement of files. I am con- 
vinced the file market will work out of” 
its position in a satisfactory manner.” 


We quote from jobbers’ stocks: 

Files.—Nicholson and Black Diamond, 50 
plus 10 per cent discount; Great Western, 
Arcade, Kearney & Foote and American, 
65, 10 and 5 per cent discount; X. F, 12% 
per cent discount. 

Rasps.—Heller, 75 per cent discount; 
Superior, etc., 80 per cent discount; Stokes. 
75 and 10 per cent discount. 


Footballs.—Now that the high school 
and college football season has opened 
it is only natural that young brother is 
interested in the sport. This fact is 
reflected in the movement of footballs 
out of this market, following receipt of 
rush as well as extended delivery orders 
for same. Prices, contrasted with those 
quoted last year, are fairly satisfactory 
from the retail dealer standpoint. 

We quote from jobbers’ stocks: Foot- 
balls, No. 930, $10.50 per doz.; No. 910, $15; 
No. 900S, $30: No. 900, $48. 

Bladders.—Extra bladders, $3.75 per doz. 

Hack Saws.—The spread in the mar- 
ket for hack saws noted a week ago has 
largely disappeared. Practically all of 
the important jobbing houses are doing 
business to-day on a 35 per cent dis- 
count basis. In stating that they are 
doing business on that basis it should 
be added that they are anxious to do 
business. The demand is far below 
normal and there is nothing which indi- 
cates any improvement within the near 
future. 


We quote from jobbers’ stocks: Hack 
saws, one gross or more, 35 per cent dis- 
count. 


Heaters.—All things considered, the 
oil heater business is satisfactory from 
the jobbers’ standpoint. Orders are com- 
ing in daily and many of these call for 
fairly large quantities. It is quite evi- 
dent the employment situation, coupled 
with the cost of anthracite, will play an 
important part in the oil heater situa- 
tion this fall and winter. It is reason- 
ably certain, because of the cost of coal, 
that large numbers of people are plan- 
ning to use oil heaters in the home, 
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rather than start the furnace, as long 
as is possible this fall. 

2 j ers’ § : Nesco 
ot ee ee en 2 so33 list each; 
No. 15, $6.75; No. 016, $8.10; No. 0190, 
10.35; No. 1600, $9.60; No. 1900, $11.85. 
eed in lots of less than ten, 30 per 
cent; discount in lots of ten or more, 33% 
per cent. 

Iron and Steel.—Heavy hardware job- 
bers have made a slight revision in 
some of their prices on iron and steel. 
For instance, cold-rolled steel has been 
lowered 20c. per 100 Ib., Wayne iron 
50c., and Norway iron $1 to $1.35, ac- 
cording to the size. Otherwise, changes 
are very slight, if anything. Practically 
all of the jobbers continue to report a 
slow and steady improvement in con- 
sumption of iron and steel. The market 
is still a long way from active, but when 
contrasted with conditions existing two 
or three months back, the change for 
the better is quite noticeable. Local 
stocks in most instances are by no 
means excessive, although of late there 
has been a tendency to increase them, 
due to the attractive mill quotations. 


We quote from jobbers’ stocks: 

jron.—Refined, $2.83 per 100 lb. base: % 
and 3/16-in. round and square, $4.75; best 
refined iron, $4.75; Wayne iron, $6.50; Nor- 
way iron rounds, \%-in. to 2%-in., $5.75 
base; all other sizes, $6.75 base. 


Steel.—Soft steel bars, $2.81%4 to $2.83 per 
100 Ib. base; flat, $3.83 to $3.93; concrete 
bars, plain, $2.81% to $2.83; twisted, $2.50; 


angles, channels and beams, $2.81% to $2.93; 
tire steel, $4.20 to $4.70; open-hearth spring 
steel, $5.25; crucible spring steel. $11.50; 
steel bands, $3.46% to $3.93; steel hoops, 
$4.18; cold rolled steel, $3.95 to $4.45; toe 
calk steel, $5.25. 

Quantity differentials, lots under 1000 1b. 
of a size, 35c. per 100 lb.; lots of 1000 lb. to 
1999 Ib. of a size, 14c. 

Kits.—An entire popular selling line 
of steel automobile kits has been revised 
downward on the list. ‘The discounts 
remain unchanged. The tendency in 
this class of merchandise appears to be 
downward, but where changes occur 
they usually are small and the read- 
justment is proceeding in an orderly 
manner. 

Robes.—Those jobbing houses that 
make a feature of carriage and auto- 
mobile robes are devoting most of their 
energies to selling special lots at spe- 
cial prices. In most cases considerable 
success is obtained, first because prices 
are very reasonable, and second because 
the really good material robes are 
offered. On regular line goods the mar- 
ket is inclined to be draggy, conse- 
quently little impression is being made 
on jobbing stocks. 


We quote from jobbers’ stocks: Automo- 
bile cloth, gray and black, 56 x 64-in., $2.50 
each; 60 x 80-in., $2.90 each; better grades 
in a large variety of colors, 60 x 70-in., 
$3.50 each. Chase plush robes, in colors, 
64 x 72-in. Sanford, $6.50 each: St. Louis, 
$10 each: Newton, $12 each; Omaha, $11 
each; Exeter, $14 each; 84-in., Newton, $14 
each: Omaha, $13 each; Exeter, $16 each. 


Rope.—The market on manila rope is 
lc. per Ib. lower. Locally there has 
been a fairly good demand for manila 
rope of late, consequently the drop in 
the market came as a surprise. It is 
general opinion that manufacturers 


were able to make the reduction due to 
small reproduction costs, and that it 
was made voluntary for the benefit of 
the hardware trade. 


We quote from jobbers’ stocks: Manila 
pene. lic. per lb. Sisal rope, 15c. per Ib., 
e. 
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Rules.—Local jobbing firms have re- 
duced their prices on Lufkin rules ap- 
proximately 10 per cent, following sim- 
ilar action by the manufacturers. The 
demand for all kinds of rules is better 
than it was, according to the jobbing 
trade, but it could be a whole lot better. 
Local stocks are comparatively small 
and the assortment is not always a good 
one. 


Sash Cord.—The situation in sash 
cord, following the two recent advances 
in prices, has quieted down consider- 
ably. A fairly large and assorted 
amount of stock is going out of whole- 
sale houses each day as a result of three 
things—replenishing of depleted retail 
stocks, a resumption in new home con- 
struction, and seasonable overhauling 
of old cord in homes formerly built. It 
perhaps should be added that these 
three things, coupled with the advance 
in prices aforementioned, have created 
a general impression that the market is 
on a fundamental firm basis. 

We quote from jobbers’ stocks: Sash 
cord, Acme, No. 6, 42c. per lb.; No. 7, 40c.; 
Nos. 8, 9, 10 and 12, 39c. Cheaper grades, 


No. 7, 38c. per lb.;: No. 8, 37c. Sampson, 
spot, No. 7, 62c. per lb.; No. 8 and larger, 
6 


Scythes and Snathes.—Local jobbing 
prices On next season scythes and 
snathes are announced. Producers some 
time ago changed their prices, but there 
was no special reason, because of the 
condition of business in these particular 
lines of merchandise, why the jobber 
should rush into action. As compared 
with the past season the new prices 
show an average decline of approxi- 
mately $3 per dozen. 

We quote from jobbers’ stocks: 

Scythes.—Little Giant, $16 per doz.; 
bramble sizes, $16.50 per doz.; brush sizes, 
$16.50 per doz. 

Snathes.—Ash, $13 per doz.; cherry, 
$14.75 per doz.; birch, $14.50 per doz. 

Screens and Screen Doors.—Around 
the middle of last month it was inti- 
mated that next season’s prices of 
screens and screen doors would be an- 
nounced before this. It now appears, 
according to the jobbers, that some of 
the manufacturers, presumably because 
of the recent advance in wire products 
by the steel mills, have had their plans 
upset and that it will be some time, 
possibly November, before things are 
ironed out. 

Screws.—Most of the local jobbing 
houses have made a slight reduction in 
cap and set screws and a material one 
in irOn machine screws and machine 
screw nuts. There is still a wide range 
in discounts allowed on this class of 
merchandise, due to the fact that some 
holders of stock are still willing to do 
business on the old schedule basis, while 
the more reputable houses have adopted 
the new schedule. The number doing 
business on the old schedule is compara- 
tively small, however, and for that rea- 
son the market appears more irregular 
than it really is. The demand for ma- 
chine screws, etc., is better than it has 
been, but could be improved on very 
much. Local stocks are not excessive 
except in a few instances, and yet suffi- 
cient for most requirements. The de- 
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mand for wood screws possibly shows 
improvement, but it is very slight. 


We quote from jobbers’ list: 

Wood Screws.—lIron, bright, flat, 77% per 
cent discount, round and oval, 75 per cent, 
fillister, 75 per cent; blued, flat, add 5 per 


cent, 77% per cent discount, round, 75 per 
cent; japanned, flat, 70 per cent discount, 
round, 67% per cent; tinned, flat, 62‘ per 
cent discount, round, 60 per cent; galvar- 
ized, flat, 624% per cent discount, round, 
60 per cent; coppered, flat, 72% per cent 
discount, round 70 per cent; bronze plated, 
round and flat; nickel plated, round and 
flat; silver plated, round and flat and brasg 
plated, round and flat, all 65 per cent dig- 
count. 

Wood Screws.—Brass bright, flat, 72% 
per cent discount; round and oval, 70 per 


cent. Nickel plated, flat, 65 per cent dis- 
count; round, 65 per cent discount. 

Wood Screws.—Bronze metal, plain, 
round, 67% per cent discount; round and 
oval, 65 per cent. 

Machine Screws, Etc.—Coach screws, 50 
and 10 per cent discount; set screws, in- 


cluding headless, 65 and 10 per cent dis- 
count; cap screws, square and hexagon, 65 
per cent discount; fillister, 40 and 10 per 


cent discount; flat, 30 per cent discount; 
button head, 20 per cent discount; lag 
screws, 50 per cent discount; iron machine 
screws, flat and round head, 70 per cent 
discount; fillister, 45 per cent discount; 
flat and round head brass, 40 per cent dis- 
count; fillister, 35 per cent discount. 

Sleds.—Manufacturers have notified 
the jobbing trade here that the first 
shipments of the season have started 
from factories. When these goods ar- 
rive they will be applied to orders 
placed by the retail trade many months 
back. In the meantime jobbers are be- 
ginning to receive belated orders for 
sleds, which will be filled in rotation 
unless otherwise specified. 


We quote from jobbers’ stocks: 

Flexible Fliers.—No. 1, $2.84 net each; 
No. 2, $3.34; No. 3, $4.34; No. 4, $4.67; No. 
5, $6.34; Racer, $4.50; Junior Racer, $3.67. 

Speedaway.—No. 99, $14.40 per doz., net; 
No. 100, $16.20; No. 150, $20.40; No. 200, 
$25.20; No. 250, $28.80; No. 300, $33.60. 

Paris Line.—Discount is 40 per cent. 

Tacks.—The local market on copper 
tacks is slightly lower—approximately 
5 per cent. 

Wheel Toys.—In common with simi- 
lar articles, increased interest is being 
shown by the retail hardware trade in 
wheel toys. To be sure business is not 
as brisk as jobbers would like to see, but 
it is so much better than it has been 
they are considerably encouraged. After 
all, the wheel toy is an attractive propo- 
sition from the child’s standpoint, and 
according to the jobbers’ as well as the 
retailers’ way of thinking, things will 
come along in a substantial manner as 
we near the Christmas holidays. 


We quote from jobbers’ stocks: 


Kiddie Kars.—No. 1, $1 each; No. 2, 
$1.50; No. 3, $2; No. 4, $2.34; No. 5, $2.67. 
Trailers, $1 each. In one gross lots or 
more an additional discount of 10 per cent 
is allowed. 

Specials.—Rubber tired, No. 101. $1.34 


each; No. 102, $2; No. 103, $2.59; No. 104, 
$3; No. 105, $3.34. 

Play Wagons.—Little Laddie, rubber tired, 
No. 301 $2 each; No. 302, $2.67; No. 303, 
$3.34; No. 304, $4. 

Kiddie Coasters.—Rubber tires, No. 605, 
oo No. 606, $9; No. 705, $10; No. 706, 


Window Decorating Outfits.—Some 
of the local jobbing houses make a 
specialty of paper window decorating 
outfits for the holiday season about this 
time. This year quite a few of the out- 
fits are very attractive and reasonable 
and offer a solution of the Christmas 
window trim. Advance orders for these 
trims are coming forward in a satisfac- 
tory manner. 
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Office of HARDWARE AGE. 
1002 Park Building, 
Pittsburgh, Oct., 3. 


KE VENTS of the past week prove be- 
4 yond all doubt that the “turn” has 
come in the steel trade, and that the 
industry is on the way to more active 
operations and to better prices in some 
of the important products than has 
been the case in many months. All the 
developments of last week were of a 
most encouraging nature, and show 
conclusively that the steel industry is 
on the way to prosperity after many 
months of the worst depression that 
has even been known in the trade. 

We noted fully in our report of last 
week that the American Sheet & Tin 
Plate Co. had made a straight advance 
of $5 per ton on all grades of sheets, this 
advance having been made in the previ- 
ous week by the Brier Hill Steel Co. 
at Youngstown, Ohio, and also by most 
of the other independent mills. Previ- 
ous to the advance of $5 per ton in 
prices of sheets, it is estimated that 
the mills booked no less than 200,000 
tons, and the amount may be close to 
300,000 tons, all this business having 
been taken at the old prices. It is 
now estimated that the sheet mills are 
pretty will filled up into November, 
and buying at the higher prices is also 
reported quite brisk. The sheet mills 
are now running close to 75 per cent of 
capacity, while a month or six weeks 
ago they were running only to 25 to 40 
per cent. 

Further advances in prices of heavy 
steel finished products were made in 
the past week. The Jones & Laughlin 
Steel Co., the Carnegie Steel Co. and 
other large steel interests have ad- 
vanced prices on soft steel bars, plates 
and shapes from $2 to $3 per ton. The 
minimum of the market now on soft 
steel bars is 1.65c. and on plates and 
shapes 1.75c. It became known in the 
trade that these advances were to be 
made, and as a result the mills were 
favored with heavy orders before the 
advance was made, and there is reported 
now to be quite heavy inquiries for 
bars, plates and shapes for delivery in 
the last quarter of this year. 

The railroads are buying more steel 
than has been the case in some months. 
The New York Central has placed or- 
ders for the repairing of about 4000 
cars, and the Baltimore & Ohio has 
placed orders for 1000 new cars. 

Heavy buying of pig iron was a fea- 
ture of the market in the past week. 
The Standard Sanitary Mfg. Co. bought 
15,000 tons of foundry iron for deliv- 
ery in the last three months of this 
year. Five thousand tons are for its 
works at Louisville, Ky.; 5000 for its 
works in Pittsburgh, and 5000 tons for 
its works at New Brighton, Pa. This 
is the largest single purchase of pig 
iron that has been made in the Pitts- 
burgh district this year, and shows that 
the Standard Sanitary Mfg. Co. is sat- 
isfied that things are better, or it would 
not have bought this large tonnage of 
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iron. There has also been heavy buy- 
ing of pig iron in other important con- 
suming centers all over the country. 
As a result of this heavy buying, prices 
of pig iron are higher and firmer than 
they have been in many months. 

The steel business is the barometer 
of conditions in general business, and 
now that the steel business is show- 
ing real betterment, it will not be long 
until general business will be a whole 
lot better than it is now. 

Reports from the jobbing and retail 
hardware trade in this city show that 
the hardware business is on the way to 
betterment. The volume of sales in 
September by two large local jobbers 
will show a large increase over August, 
and several retail hardware dealers 
make the same report. Prices on most 
goods that are bought in the fall for 
next year delivery have been made, and 
there is quite active buying in these 
goods. Stocks of all kinds of hardware 
are low, much lower than the retailers 
usually carry, and are being replen- 
ished, the jobbers advising their trade 
that it is a safe time to buy most goods 
they carry. 

Price changes in the past week were 
unimportant, and in most cases were 
advances. The higher market for cot- 
ton has resulted in prices being marked 
up on most goods made from cotton, 
and more advances are impending. 

The hardware merchant is looking 
forward to a good fall and winter busi- 
ness, and he is inclined to buy goods 
more freely than he has in a long time. 

Reports are that collections are bet- 
ter than in some months, and once labor 
becomes more fully employed there will 
be still further improvement. 

Aluminum Ware.—Conditions in this 
trade from the standpoint of sales over 
the counter and prices are only fairly 
satisfactory. There is some uneven- 
ness in prices, and in order to stimulate 
sales, sales of aluminum skillets in the 
retail hardware and department stores 
is on this week. A few makers have 
made slight reductions in prices on some 
items of aluminum wear, but others 
have not done so. Retail dealers say 
the volume of sales is fair. 

Ammunition.—Jobbers report sales of 
shot guns, rifles and shells are already 
quite heavy, and they are looking for 
a large trade in ammunition this fall. 
They advise dealers to stock up, as they 
will have the demand later for the 
goods. Last winter was very mild and 
few birds were frozen, so that the out- 
look for lots of game this fall is good. 
On some game the hunting season in 
Pennsylvania opens on Oct. 15 and on 
others on Nov. 1. 

Automobile Accessories.—Reports in 


this trade are that new business is 
fair, and is confined mostly to the 
smaller accessories. Consumers are 


looking for lower prices all along the 
line, and on tires as well, and are buy- 
ing accordingly. Prices have shown 
no important change. Prices quoted by 
jobbers from stock are as follows: 


Reliable jacks, No. 1, $2.33; No. 2, $3.33, 
In lots of 12; A. C, Titan spark plugs, 65c. 
ip to 10, and 58ec. in lots from 10 


in lots 
to 100; Derf spark plugs, 96c. each for all 
Sizes, in lots less than 50; Champion X, 


eve. each for less than 100 and 48c. each for 
over 100, Champion regular, 58¢e. each for 
less than 100, all sizes, and 56c. each for 
over li 

Axes.—No' much doing in the way of 
new busines 


A great many axes 
made in Germany are being sold by job- 
bers and retailers in this city and at 
prices much lower than are charged for 
domestic goods. Stocks are light, in 
view of possible lower prices in the 
near future. Jobbers now quote from 
stock as follows: 


First quality, single bitted axes, $15 per 
doz.: double bitte« 2 r doz.; for un- 
handled; first qual ugle bitted, han- 
dled, $20 per doz., a: quality double 
bitted, $25 per doz. 

Builders’ Hardware—The building 
outlook in this distric‘ much better 
than for some time. As noted last 
week, the strike of the carpenters has 
been settled, and now structural 
iron workers have fallen in line and 


have accepted a cut of $2 per day, or 
from $10 per day to $8, while the 
cement finishers .have also accepted a 
cut from $9 to $7 per day. All the 
other men that have been out on strike 
since June 1, are now ready to accept 
the wages at first offered them by the 
contractors, and in a very little while, 
all these labor troubles will be fixed up. 
The men have lost about four months’ 
pay, and they will never get it back. 
Dealers report a better demand for 
hardware than for a long time. Work 
on three large school buildings to cost 
about $2,000,000 has been started here, 
and will give employment to hundreds 
of men over the winter months. 

Bolts, Nuts and Rivets.—Demand is 
reported to be a little better. Prices 
on these goods are very low, based on 
the cost of steel bars, and some in the 
trade are now inclined to buy ahead. 
Stocks are reported low. 

Discounts quoted by jobbers 
stocks are about as follows: 


Large structural and ship rivets, $2.35 to 
$2.60; 


from 


$2.50: large boiler rivets, $2.45 to 

small rivets, 65, 10, 10 and 5 to 7, 10 and 
10 per cent off list; machine bolts, small, 
rolled threads, 70 and 7% to 70 and 10 per 
cent off list; machine bolts, small, cut 
threads, 65 and 10 to 70 and 5 per cent off 
list; machine bolts, larger and longer, 65 
and 10 to 65, 10 and 5 pef cent off list 
Carriage bolts, % in. x 6 in.; smaller and 
shorter, rolled threads. 65 and 10 per cent 
off list: cut threads, 60 and 10 per cent off 
list; longer and larger sizes, 60 and 10 per 
cent off list. Lag bolts. 70 and 5 to 70 and 
10 per cent off list. Plow bolts, Nos. 1, 2 
and 3 heads, 60 and 10 per cent off list; 
other style heads, 20 per cent extra Ma- 
chine bolts, c.p.c. and t. nuts, *% in. x 4 in 

smaller and shorter, 60 and 5 per cent off 
list. 

Rivets.—Rivets, 1c. per lb. extra for less 
than 200 kegs. Rivets in 100-Ib. kegs, 25¢ 
extra to buyers not under contract; small 
and miscellaneous lots less than two tons, 
25e. extra; less than 100 Ib. of a size or 
broken kegs, 50c. extra All prices carry 


standard extras f.o.b. Pittsburgh. 


Barn Door Hangers.—There has been 
a reduction of about 10 per cent in 
prices on the Cannon Ball make of barn 
door hangers. The new jobbing price 
on these is now $18 per doz. pairs. 

Copper Ware.—The Rome Mfg. Co., 
Rome, N. Y., has made a reduction of 
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about 20 per cent on its full line of 
nickeled plated tea kettles, and has also 
reduced prices on its full line of all 
copper wash boilers, $3 per doz. 

Grass Scythes.—New prices on these 
goods are out for 1922, and are $3 per 
doz., lower than prices in effect this 
year. 

Ice Cream Freezers.—Prices on all 
makes of ice cream freezers are now 
out for 1922 and are about 25 to 30 
per cent lower than this year. Dealers 
are looking for a good trade in freezers 
next year, owing to the lower prices 
and also because of the fact that sales 
of freezers were very light this year. 

North Brothers Mfg. Co., Philadelphia, 
are now quoting their lines of Lightning and 
Blizzard freezers to the trade as follows, 
3-qt., list price, $6.56; 4-qt., $8.00; 6-qt., 
$10.00 and 8-qt., $13.00. On the Lightning 
make of freezers there is a trade discount 
of 55 per cent, and on the Blizzard 55 and 
7% per cent. 

Iron and Steel Bars.—Prices on both 
iron and steel bars are slightly higher, 
and are very firm. The minimum price 
on steel bars in large lots is now 1.65c 
at mill, and some makers are quoting 
1.75¢ at mill. The demand is better 
than for some time. Mills rolling iron 
and steel bars are now working at 
about 50 per cent of capacity. Jobbers 
are buying more freely in the belief 
that the market may be higher in the 
near future. 

Jobbers quote soft steel bars from stock 
at 2.10c. to 2.25c., and common iron bars at 
about 2.75c. to 3c. for fair sized lots. 

Iron and Steel Pipe.—Full details of 
the recent cut of $8 to $10 per ton in 
prices on steel pipe were given in our 
report last week. As yet there has 
been no reduction in prices on iron pipe, 
but one is looked for in the near future. 
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Discounts on iron and steel boiler 
tubes in large lots are as follows: 

The following are the discounts for car- 
load lots f.o.b, Pittsburgh: 


Lap Welded Steel 
i Sa ea ae 
DO BG Whices css Sees 
DU, 00 SF Phe. oc vccscvesccccsevcsesseveges 
3% to 13 in. 


Charcoal iron 


to 3 in. keene 
tO 446 IM, oc ec cece eee eeeeerenence 

On the above discounts the jobbers 
charge the usual advances in prices in 
small lots from store. 

Oil Cook Stoves.—Prices on oil cook 
stoves have been reduced from 15 to 20 
per cent. New prices are as follows: 
Nesco oil cook stoves, No. 212, list, 
$16.50, No. 213, $21, No. 214, $27, the 
trade discount being 30 per cent. 
Prices on Perfection oil cook stoves are 
as follows: No. 32, list, $16, No. 33, $21, 
No. 34, $26.50, the trade discount being 
25 per cent. 

Paints and Supplies.—Trade in these 
goods is quiet now as the season has 
pretty well ended. Prices are holding 
firm. 

Jobbers are quoting 
as follows: Ready mixed paint, $3.25 per 
gal.; standard grade linseed oil, 86c. per 
gal., and white lead, $11.50 per 100 Ib. 

Stucco 4-in. brushes remain at $4 each at 
retai’: pvttv is now quoted at $1 for 12% 
lb.; $1.90 for 25 lb.; sandpaper remains at 
30-10 per cent off list; prices on shellac are 
iower, the cheaper grades being quoted at 
$2.75 per gal.; medium grades, $3.25 and the 
higher grades, $3.75 per gal. No changes 
were made in plate and window glass. 

Plate glass, less than 5 sq. ft., is 78 per 
cent off; over 5 sq. ft., 80 per cent off, 
Window giass, single strength, A and B, 
is 82 per cent off list; double strength A is 
83 per cent cff and double strength B, 85 
per cent off iist. Standard grades of var- 
nish, inside finish, are $3.15 per gal., and 
for outside finish, $4.20 per gal. 

Roofing Paper.—Prices have again 
teen advanced, Everlastic, 5c. per roll. 
Panamoid, 5c. per roll, and Vitex, 10c. 
per roll. The new demand is reported 
quite active. : 

Sheets.—The higher prices on al! 
grades of sheets given in our report 
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last week -are holding very firm. It is 
said that no less than about 251,000 
tons of sheets were placed on the books 
of the mills before the advance went 
into effect. The American Sheet & Tin 
Plate Co., is now operating its sheet 
mills to 78 per cent of capacity, nearly 
double the rate at which these mills 
were operating a month ago. This is 
also largely true of the independent 
mills, which are operating at a much 
heavier rate than for some months. 
Nearly all jobbers have advanced their 
prices, and are now quoting in small 
lots from store about as follows: 


Blue annealed sheets, 2.75c. to 3c.: No. 
28 gage Bessemer black sheets, 3.25c. to 
3.50c., and No. 28 gage galvanized, 4.25c. 
to 4.50c. in small lots from store. Prices 
quoted depend largely on the size of the 
order, 


Chain.—Leading makers have _in- 
creased discounts from 5 to 15 per 
cent, effective from Sept. 5 this mean- 
ing lower prices. The grades of chain 
on whieh the reduction in prices has 
been made are: 


On breast chains, cart back, cart bres 
ing chains and pins, machine, coil, pass- 
ing link, heel and well chains, halter 
chains, loops and rings, dees, bridle squares 
and steel rings. Otherwise chain prices 
established in July are being observed. De- 
mand is better, but not active. 


Wire Products.—Mills making wire 
and wire nails report that specifications 
against contracts placed before the re- 
cent advance went into effect are com- 
ing in very freely. However, jobbers 
say there has not been much increase 
in their business as yet, their trade 
still buying mostly in small lots. The 
market is firm. Jobbers are still quot- 
ing the retail trade from stock as 
follows: 


Wire nails, $3.25 base per keg; galvan- 
ized, 1 in. and longer, including large-head 
barbed roofing nails, taking an advance 
over this price of $1.25, and shorter than 1 
in., $1.75; bright Bessemer and basic wire 
$2.85 per 100 lb.; annealed fence wire, Nos. 
6 to 9, $2.85; galvanized wire, $3.45; galvan- 
ized barbed wire, $3.85: galvanized fence 
staples, $3.85; painted barbed wire, $3.25: 
polished fence staples, $3.25; cement-coated 
nails, per count keg, $2.89: these prices 
being subject to the usual advance for the 
smaller trade, all f.o.b. Pittsburgh, freight 
added to point of delivery, terms 60 days, 
net, less 2 per cent off for cash in 10 days. 
Discounts on woven-wire fencing are 68 to 
70% per cent off list for carload lots, 67 
69% per cent for 1000-rod lots, and 64 
68% per cent for small lots, f.o.b. I’ 
burgh. 
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Office of HARDWARE AGE, 
538 Guardian Bldg., 
Cleveland, Oct. 3 


fig eonre is some improvement in the 
hardware business, but the gain in 


sales is not general. Jobbers report a 
fair volume of orders, with buying more 
active in the country districts than in 
the large industrial centers. Cleveland 
retailers in the downtown district did 
a fair volume of business during Sep- 
tember, but some reta‘l merchants in 
the outlying district .»ort that sales 
did not increase to the xtent that they 
expected during the month. As a whole, 
sentiment in the trade has improved. 
There is a disposition among many re- 
tailers to buy merchandise in larger 
quantities than recently, evidently be- 
lieving that prices on many lines will 


not go lower. Jobbers are going hard 
after spring business on lines on which 
prices have been named and are book- 
ing considerable future business. 
Several price changes were made dur- 
ing the week, one of the most important 
of which was a reduction of from 7'% 
to 15 per cent on galvanized stoves by 
the American Stove Co. A sharp re- 
duction on the A. B. C. line of electric 
washing machines goes into effect 
Oct. 6. One line of electric dish wash- 
ing machines has also been reduced. 
Following recent reductions by mnu- 
facturers, jobbers have put into effect 
new prices on ice cream freezers for the 
coming season. The advance in the 
cotton market has resulted in an ad- 
vance on cotton rope, twine and sash 
cord. Manila rope has also advanced. 
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Automobile Tires and Accessories.— 
The demand for casings and tubes has 
eased up somewhat, as is usual at this 
time of the year. A price reduction 
from $13.10 to $11.80 has been made 
on the Hartford tread large size Ford 
casings, 30 x 3% in. Other sizes are 
unchanged. A local maker of automo- 
bile heaters reports good sales. 


We quote from jobbers’ stocks, f.o.b. 
Cleveland: Reliance jacks, No. 1, $2.33: No. 
2, $3.33, in lots of 12; A. C. Titan spark 
plugs, 65c. in lots up to 10, and 58e. in lots 
of from 10 to 100; Derf spark plugs, 9%6c 
each for all sizes, in lots less than 50; 
Champion X, 50q. each for less than 100 
and 48c. each for over 100; Champion regu- 
lar, 58c. each for less than 100, all sizes, 
and 56c. each fer over 100. 


Axes.—The demand for axes is rather 
moderate and many retailers have not 
yet placed their orders for fall delivery. 
Prices are unchanged. 

Jobbers quote: First grade single bitted 
axes, handled, $21 per doz.; unhandled, $17 
per doz.; double bitted axes, handled, $26.50 
per doz.; unhandled, $22.50 per doz.; sec- 
ond grade axes, single bitted, handled, $19 
per doz.; unhandled, $16 per doz.; double 
bitted, handled, $24 per doz.; unhandled, $21 
per doz. 

Bolts and Nuts.—Manufacturers’ 
prices on bolts and nuts are somewhat 
firmer. The demand is not very active. 
Jobbers’ prices are unchanged. 

Jobbers quote: Large and small machine 
bolts, cut thread, 60 to 60 and 5 per cent 
off list; carriage bolts, large and small, cut 
thread, 50, 10 and 5 to 60 per cent off list. 

Barb Wire.—Sales of barb wire at 
present are very light. Prices are un- 
changed. 

We quote barb wire from jobbers’ stocks 


in 80-rod spools as follows: Cattle wire, 
$3.45; hog wire, $3.70; American specials, 
$2.65. 


Bale Ties—A 5 per cent price ad- 
vance has been made on bale ties. 

Cutlery.—Jobbers report a fair vol- 
ume of sales of pocket knives and other 
lines of cutlery. Some orders are now 
being placed for carving sets and silver- 
ware for the holiday trade. 

Cotton Rope and Twine.—A price ad- 
vance of 4c. a lb. has been made on cot- 
ton rope and twine. 

Jobbers quote '4-in. cotton rope at 30c. 
per Ib. and No, 1 cotton twine at 33c. per Ib. 

Cotton Waste.—Prices on all grades 
of white cotton waste have been ad- 
vanced Ic. a Ib. 

Dish Washing Machines.—The retail 
selling price on the Blakeslee line of 
electric dish washing machines has been 
reduced from $125 to $99. 

Electrical Supplies.—A price reduc- 
tion of about 20 per cent has been made 
on separable attachment plugs for elec- 
trical connections. 

Eaves Trough and Conductor Pipe.— 
The demand for eaves trough and con- 
ductor pipe is rather slow at present. 
Prices are unchanged. 

Jobbers quote eaves trough, crated. 79 
per cent off list; conductor pipe, crated and 
nested, 72 per cent off list; ridge roll 81 
per cent off list. 

Fence.—There is little activity at 
present in fence and prices are un- 
changed. 

Jobbers quote fence f.o.b. Pittsburgh at 
68 per cent off list for carloads for mill 
shipment and 67 per cent off list for less 
than carloads, mill shipments. 

Galvanized Wire.—The market is still 


somewhat irregular and retailers are 
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generally buying in small lots. Regular 
quotations are unchanged. 

Jobbers quote galvanized tubs’ with 
wringer attachment, No, 1, $7.50 per doz.; 
No. 2, $8.50 per doz; No. 3, $10.50 per doz. 
12-qt. pails, $2.65 per doz.; Red Band pails, 
$6.50 per doz. 

Grass Catchers.—Prices on grass 
catchers have been announced for spring 
shipment. These are 25 per cent lower 
than have been prevailing. 

Garden Hose.—Some manufacturers 
have been talking of an advance in 
prices on garden hose because of the 
advance in cotton, but others say that 
they will make no changes in prices for 
the coming season. 

Handles.—There is a moderate de- 
mand for handles, which has not been 
stimulated to any great extent by the 
recent price reductions. 

Jobbers quote hickory axe handles, single 
and double bitted, best grade, $5.35 per doz.; 
XXX grade, $4.75 per doz.; XX grade, $4 
per doz.; X grade, $3.15 per doz.; American 
Fork & Hoe Co.’s wood “D” shovel, spade 
and scoop handles, X grade, $6 per doz.; 
malleable “D’ grade manure fork and 
spading fork handles, $5 per doz.; X grade, 
long shovel spading handles, $4.50 per doz.; 
hay and manure fork handles, X grade, 
4-ft., $3.15 per doz.; 4%4-ft., $3.60 per doz.; 
XX grade, 4-ft., $4.25 per doz.; 4%-ft., $4.60 
per doz. 

Ice Skates.—Sales of ice skates for 
the season have so far not been heavy. 
Many retailers are postponing their 
buying until later. No price changes 
are looked for. 

Ice Cream Freezers—Some of the 
manufacturers recently announced 
prices for ice cream freezers for early 
spring shipment and these prices rep- 
resent a reduction of from 20 to 25 
per cent from this year’s prices. 

Jobbers quote Lightning freezers, 4-qt., 
$3.60; 6-qt., $4.50. White Mountain, 4-qt., 
$4.50; 6-qt., $5.40. 

Levels.—The demand for levels is 
rather slow. 

Jobbers quote Stanley levels as follows: 
No. 0, cherry, non-adjustable plumbs and 
levels, $11.50 per doz.; same, adjustable, 
with brass trimmings, $20 per doz.; No. 93 
mahogany levels, adjustable and _ brass 
bound, 34-in, $2.89 each: 26-in., $3.13; 
28-in., $3.26; 30-in., $3.40. 

Nails and Wire.—Sales in nails and 
wire are rather light. Jobbers have 
made no change in prices since the re- 
cent advance in mill prices. 

Jobbers quote nails at $3.25 per keg for 
less than car lots for stock shipment: $3.10 
per keg for less than car lots for mill 
shipment; $2.85 per keg for car lots for mill 
shipment. For shipment from stock jobbers 
quote No, 9 annealed wire, $3 per 100 Ib; 
No. 9 galvanized wire, $3.50 per 100 Ib.; 
cement-coated nails, $2.90 per 100 Ib.; gal- 
vanized staples, $3.90 per keg. 

Ovens.—New prices have been an- 
nounced on the Boss line of ovens for 
spring shipment. 

Jobbers quote glass door ovens, No. 700, 
$2.60: No. 750. $3.25; No. 850, $4.60. Corre- 
sponding sizes, without glass doors, $2.40; 
$2.95 and $4.10. 

Poultry Netting and Wire Cloth.— 
Jobbers report a fair demand for poul- 
try netting and wire cloth for spring 
shipment at the new prices recently an- 
nounced. 

We quote new prices as follows for mill 
or stock shipment: Poultry netting, 50 per 
cent discount; 12-mesh black wire cloth. 
$2.10 per 100 sq. ft.; galvanized, $2.60 per 
100 sq. ft.; bronze wire cloth, $7 per 100 ft 


Paints——The paint market has been 
a little more active recently. Retailers 
are buying in small lots for their needs 
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and very little future business is being 
placed. Stains, automobile paints and 
top dressings are in good demand. Tur- 
pentine has fluctuated violently since 
our last report, its range of price being 
from 74e. to $1 per gal. 


Jobber ' best quality mixed paints 


at $260 | il. for colors and $2.75 for 
White; 1 éntine, 87e. per gal. in bbl. 
lots; Lt Sie. per gal. for raw oil 
and Su for boiled oil. Best qual- 
itv whit ! ',c. per lb. in 100-lb. kegs 


Plumbers’ (:00ds.—The demand for 
about al! lines of plumbers’ goods, in- 
cluding fixtures, sanitary ware and 
range boilers has increased materially. 
Retailers’ stocks have become depleted 
and dealers are buying in more liberal 
quantities than they have been for some 
time. Some dealers who have been buy- 
ing range boilers one at a time are now 
placing orders for as many as a dozen 
in one lot. Prices on all plumbers’ 
goods are unchanged. 


Rope.—Prices on manila rope have 
advanced Ic. per lb.; sisal rope is un- 
changed. 


Jobbers quote best grade rianiia rope at 
16%4c. per Ib. for mill shipment and 17!4c. 
per Ib. for stock shipment, and sisal rope 
at 15c. per Ib. from mill and 15 per Ib. 
from stock. 


Rubber Roofing.—Rubber roofing is 
in fairly good demand for early ship- 
ment. Prices are firm and unchanged. 

Sleds.—The demand for sleds, which 
has been quite active for several weeks, 
is still holding up well and some of the 
jobbers report that they have booked 
more sled orders this season than dur- 
ing any previous year. 

Screws.—Screws are rather quiet and 
prices are not firm. 


Jobbers quote screws as follows: Flat 
head, bright, 77%, 10 and 5 off list; round 


head, blued, 75, 10 and 5 per cent off list: 
round head nickel, 65 and 10 per cent off 
list; flat head brags, 70, 10 and 5 per cent 
off list. 

Stove Pipe and Elbows.—Prices on 
stove pipe and elbows are unchanged 
and sales are firm. 

Jobbers quote prices as follows: For ship- 
ment out of stock, six in. Security pipe, 
28-gage, blued, $4 per crate; 26-gage, blue, 
$4.60 per crate; elbows, 28-gage, $1.50 per 
doz. 

Stoves.—Effective to-day, Oct. 3, the 
American Stove Co. made price reduc- 
tions ranging from 7' to 15 per cent 
on its lines of gas stoves and other gas 
heating appliances. The largest reduc- 
tions are made on goods made largely 
of steel and the lower price cuts on 
stoves made largely of cast iron. It is 
stated that as molders’ wages have not 
been reduced it was not possible to 
make as much reduction in stoves made 
largely of castings. Manufacturers of 
cast coal and wood heating stoves an- 
nounce that they expect to make no fur- 
ther price reductions this season. These 
stoves are about 20 per cent lower than 
the peak prices. 

Steel Sheets.—Mills have advanced 
prices $5 a ton, but jobbers are still 
holding their old prices. 


Jobbers quote Na 28 black she ets at 
3.75¢.; No. 28 galvanized, 4.75¢.; No. 10 
blue annealed, 3.10c. 


Steel Roofing —Following the ad- 
vance in sheet prices, steel roofing has 
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been marked up 5c. to $3.65 per square 
for No. 29 gage for mill shipment. 

Screen Door Springs.—Prices on Per- 
fection screen door springs for next 
spring delivery have been reduced 25 
per cent. 

Sash Cord.—Another price advance 
has been made on sash cord. 


Jobbers quote sash cord as follows: Yale, 
38c. per Ib.; Forest City, 40c. per Ib.; Samp- 
son, 60c. per Ib. 


Washing Machines.—Jobbers report 
an improved demand for washing ma- 
chines, which evidently has been stimu- 
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lated by price reductions. The Altorfer 
Bros. Co., Peoria, Ill., announces fur- 
ther price reductions on several of its 
models, to become effective Oct. 6. The 
new retail prices on its A. B. C. line of 
electric machines are as follows: Semi- 
cabinet, galvanized tub, $124.50; same, 
copper tub, $139.50; Dolly type, single 
tub, $84.50; Dolly type double tub, 
$106.25. 

Wrought Washers.—A price reduc- 
tion of 70c. per 150 has been made on 
wrought iron washers. 


TWIN CITIES 


3725 Colfax Avenue South, 
Minneapolis, Minn., 
Sept. 27, 1921. 
§ ip improvement noted in business 
activities still continues, although 
it is, of course, very gradual. 

Jobbers report that business in the 
larger cities remains quite satisfactory, 
but that in some of the smaller towns 
and villages it still remains rather dull. 
This is no doubt due to the fact that the 
farmers have been busy with their crops 
and that there has been so much rain 
during the month that they have been 
unable to haul in their crops. 

As emphasized several times in 
HARDWARE AGE editorials, the only way 
to get business is to go after it, and 
the one that goes after it the hardest 
is the one that gets what business there 
is. The public is now shopping and buy- 
ing where it can get the most and best 
for its money. 

The credit situation seems ts be ad- 
justing itself gradually and is much 
better than a few weeks ago. 

There have been no price changes of 
consequence since the last report. 

Builders’ Hardware.—This line con- 
tinues to be one of the most active lines 
in the hardware dealer’s stocks, espe- 
cially in the larger cities. An unusually 
large amount of building permits are 
being taken out for this season of the 
year, and indications are that construc- 
tion work will proceed throughout the 
winter. 

Axes.—Sales in this line continue to 
be rather dull. There have been no price 
changes for some time. 

We quote from lcecal jobbers’ stocks: 
Single bit, $14.50; double bit, $19.50, base 
weights. 

Brads.—Sales of brads remain of very 
satisfactory volume and the outlook for 
future sales is good. There has been 
no change in price. 


We quote from local jobbers’ stocks: 
grads in bulk, 70-10 per cent; in packages, 
70 per cent. 


Bolts.—While sales of bolts are im- 
proving slightly the total volume of 
business being done by the hardware 
dealer is very unsatisfactory. Prices 
remain as last quoted. 

We quote from local jobbers’ stocks: 


Small carriage bolts, 50-10-5 per cent: large 
carriage bolts, 50-5 per cent; small machine 
bolts, 60-10 per cent; large machine bolts. 
55-5 per cent; stove bolts, 75 per cent; lag 


screws, 60 per cent. 
Coal Hods.—No retail sales have de- 
veloped as yet, but should open up with- 


in two weeks. Jobbers’ stocks are in 
good condition. There has been no 
change in prices. 

We quote from local jobbers’ stocks: 
Japanned open, 17-in., $4.30; 18-in., $4.80; 
japanned funnel, 17-in., $5.40; 18-in., $5 95; 
galvanized open, 17-in., $6; 18-in., $6.55; 
galvanized funnel, 17-in., $7.40; 18-in., $8. 


Eaves Trough, Conductor Pipe and 
Elbows.—Sales of this line continue to 
be quite satisfactory and are expected 
to remain so for the next few weeks. 
Prices remain as last quoted. 

We quote from local jobbers’ stocks: 


Eaves trough, 28 gage, 5 in., lap joint, sin- 
gle bead, $4.50 per 100 feet; 3 in. conductor 
pipe, 28 gage, corrugated, $4.50 per hundred 
feet; elbows, 3 in., corrugated, $1.63 per doz. 

Files.—The market for files continues 
to be rather dull with no immediate 
prospects of improvement. Jobbers’ 
stocks are in good condition. Prices re- 
main firm. 

We quote from local jobbers’ stocks: 
Nicholson files, 60 per cent; Arcade, 60-5 
per cent; Riverside, 50-10-5 per cent. 

Galvanized Ware.—The amount of 
business being done in this line con- 
tinues to be of rather unsatisfactory 
volume. Jobbers’ stocks are ample. 
Prices as last. 

We quote from local jobbers’ stocks: 
Standard No. 1 galvanized tubs $6.70 per 
doz.; No. 2 galvanized tubs, $7.55 per doz.; 
No. 3, $%80 per doz.; heavy galvanized, 
No. 1, $18 per doz.; No. 2, $20.50 per doz.; 
No. 8, $22.80 per doz.; Standard 10 qt. 
galvanized pails, $2.35 per doz.; 12 qt., 
$2.60 per doz.; 14 qt., $2.90 per doz.; 16 qt., 
heavy galvanized stock pails, $4.50 per 
doz.; 18 qt. stock pails, $5.10 per doz. 

Glass and Putty.—Sales of glass and 
putty are now showing some improve- 
ment over the past few months and a 
farly satisfactory volume should de- 
velop for the next few weeks. Prices 
remain as last. 


We quote from local jobbers’ stocks: 
Single strength, 80 per cent; double strength 
window glass, 82 per cent. Comunercial 
putty in bladders, $4.10 per ewt. 


Lanterns.—More interest is now being 
shown in lanterns of all kinds and a 
fairly satisfactory volume of business 
is expected, as this is a steady seller 
each fall. Prices show no change. 


We quote from local jobbers’ stocks: 
Tubular long globe, $13 per doz.; tubular 
short globe. $13 per doz.; tubular dash, 
$17.60 per doz. 


Nails.—There is a very good demand 
for nails of all kinds due to improve- 
ment in building conditions. There has 
been an increase in price of 15 cents 
per cwt. 


We quote from local jobbers’ stocks: 
Standard wire nails, $4 base; cement-coated 
nails, $3.40 base. 


Oil Heaters.—Sales are now begin- 
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ning to develop and a very satisfactory 
business should be done for the next 
few weeks. Prices remain as last. 

We quote from local jobbers’ stocks: 
Japanned polished steel, 3 qt. capacity 
$4.10 each; nickeled polished steel, 4 qt. 
capacity, $5.90 each; blue enameled body 
4 qt. capacity, $7.50 each. 

Paper.—Sales in the entire line of 
building papers continue to be a very 
satisfactory volume. Jobbers’ stocks 
are ample. Prices remain as last quoted, 

We quote from local jobbers’ stocks: 
No. 2 tarred felt, $2.95; threaded felt, $1.78: 
slaters felt, $1.39; No. 20 red rosin, 44c. per 
roll; No. 25 red rosin, 57c.; No. 30 red rosin, 
70c. 

Registers.—Demand for registers re- 
mains rather dull throughout this terri- 
tory. Jobbers’ stocks are ample. Prices’ 
remain as last. 

We quote from local jobbers’ stocks; 
Cast steel registers, 30 per cent from 
standard price lists. 

Rope.—Sales of rope show a con- 
tinued improvement. Jobbers’ stocks are 
ample. There has been an increase of 
1 cent per pound on manila rope. 

We quote from local jobbers’ stocks: 
Pure manila rope, 18%c. per lb. base; pure 
sisal rope, 14%0c. per lb. base. 

Sandpaper.—Sales of sandpaper re- 
main of fair volume and jobbers’ stocks 
are ample. Prices as last. 

We quote from local jobbers’ stocks: 
Best grade No. 1 at $7.20 per ream; second 
grade No. 1 at $6.50 per ream; No. 1 garnet 
paper at $15 per ream. 

Sash Cord.—The demand for sash 
cords remains of very satisfactory vol- 
ume and should continue so for the next 
few weeks. There has been an increase 
in price on the ordinary sash cord. 


We quote from local jobbers’ stocks: 
Silver Lake sash cord No. 8, 58c. per Ib.; 
ordinary braided sash cord No. 8, 4c 
per Ib. 


Sash Weights.—There is a steady call 
for sash weights at this time and a 
good volume of business is being done. 
Prices remain as last quoted. 

We quote from local jobbers’ stocks: 
$2.30 per cwt. 

Screws.— The demand for wood 
screws of all kinds continues to show a 
steady improvement. Jobbers’ stocks 
are ample. Prices remain as last. 

We quete from local jobbers’ stocks: 
Flat head bright screws, 80 per cent; R. H. 
blued screws, 75 per cent: flat head 
japanned screws, 70 per cent: F. H. brass 
screws, 72% per cent; R. H. brass screws, 
70 per cent. 

Snow Shovels and Sidewalk Scrapers. 
—No retail demand has developed as 
yet and probably will not until about 
the middle of November. Prices remain 
firm. 

We quote from local jobbers’ stocks: 
Wood straight handle, $5.75 per doz.; steel 
blade, straight handle, $4.75 per doz.; gal- 
vanized steel blade, D handle, $14.40 per 
doz.; steel sidewalk scrapers, $5 per doa 

Solder.—Sales of solder remain at a 
very low point and have been unsatis- 
factory throughout the year. Prices re- 
main as last. 

We quote from local jobbers’ stocks: 
Half and half solder, 204 c. per Ib. 

Steel Sheets.—While the sales of 
sheets are a little better than earlier 
in the year, the amount of business done 
is very small. There has been a read- 
justment of prices resulting in an in- 
crease. 

We quote from local jobbers’ stocks 
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28-gage black sheets, $4.25 per cwt.; 28-gage 
galvanized sheets, $5.25 per cwt. 


Steel Traps.—Practically no business 
has opened up in this line as yet, as it 
is too early in the season. Prices re- 
main as last quoted. 


We quote from local jobbers’ stocks: 
In dozen lots: Victor No. 0, $1.71; No. 1, 
$2.01; No, 14%, $3.05; No. 2, $4.21; Newhouse 
No. 0, $4.75; No. i, $5.62; No. 11%, $8.50; 
No. 2, $12.56. 

Stove Goods.—While there is a small 
amount of goods moving at this time, it 
is too early for the regular fall trade 
to set in. Prices remain as first quoted. 


We quote from local jobbers’ stocks: 
Stove boards, crystallized, 28 x 28, $17 per 
doz.; 30 x 30, $19.10 per doz.; 36 x 36, $27.50 
per doz.; stove pipe, uniform blued, 28 gage, 
6 in., $14.10 per crate K. D.: elbows, 6 in. 
common corrugated, $1.56 per doz.; 6 in. 
adjustable, charcoal iron, $2.05 per doz.; 
dampers, cast iron, wood or coil handle, 
6 in., $1.50 per doz.; stove shovels ja- 
panned, 15 in., 80c. per doz.; japanned 
Jumbo, 21% in., $1.85 per doz.; japanned 
Jumbo Junior, 14 in., 90a per doz. 


Tin Plate-——The volume of business 


being done remains very small. Prices 
remain as last quoted. 
We quote from local jobbers’ stocks: 


Furnace Coke ICL, 20 x 28, $14.15; roofing 
tin, IC, 20 x 28, 8 lb. coating, $14.50 per box. 


Washers.—Sales of washers remain 
at a very low point with very little 
prospect of improvement. Prices remain 
as last. 


We quote from local jobbers’ stocks: 
% in. wrought steel, $6.45 per cwt.; 1 in. 
wrought steel, $6 per cwt. 


Weather Strip.—There is very little 
activity being shown in this line as yet, 
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as they do not develop until colder 
weather sets in. Prices remain as last. 


We quote 
Wood and | felt, 


from local 
5 and % in., 


jobbers’ stocks: 
2.10 per 100 


ft.; 1 in., $2.85 per 100 ft. 
naduinens. —The demand for 
wheelbarrows continues to show a 


gradual improvement and a larger vol- 
ume is expected as large construction 
work gets under way. Prices remain 
as last. 

We quote from local 


jobbers’ stocks: 


Manufacturers 


The following is a list of manufac- 
turers who have reserved space at the 
auto accessory exhibit to be held at the 
Million Dollar Pier, Oct. 19 to 22: 
Advance Automobile Accessories Co. 30 


Alladin Industries, Inc............ 81 
American Chain Co........... 106-107 
The Amer. Hammered Piston Ring 
CMe ubren udev ietneuenesuawni 123 
American Hdw. Jobters’ Director 
Pe CONUS vac vadewekewerenwee 76 
Anderson Electric & Equipment Co. 98 
Tes ANUS Cokes cc cevccedsevns 178 
Apeo Mfg. Co....... Pree er ey oe 72 
Bees Bleck. Mie: CG... ccc ccccsses 181 
TNO iu oi ale weno eae ahs 70 
Bate TRRMRIOF Ci ise ccide tines 196 
Automotive Products Co. ........ 11 
Baltimore Hub Wheel & Mfg. Co... 79 
PNR BE Che bisicnciadmewenns 180 


Wood stave fully bolted, $36 per doz.; No. 1 
tubular steel, $7 each; No. 1 garden, $5.40 


ch 


Wire—The demand for wire, with 
the exception of smooth black wire, con- 


tinues to be rather dull. Prices remain 
as last quoted, . 
mt om loeal jobbers’ stocks: 
aened ‘ inted, cattle, 80 rod spools, 
$3 30, Ba zed, cattle, $3.66; painted hog 
Wire, $3.4 inized hog wire, $3.91: 
oye ealed No. 9, $3.60 per 100 
; Smooti t e¢ : eale p 
ek ized annealed, $4.10 pe 


Who Will Exhibit Accessories 


The Bauer Mfg. Co.........cccces 84 
Momeni Co... cicoeveceens 174 
Biflex Products Co..........ccccce 71 
Bowea Products Corp............. 103 
Boyce-Veeder Corp................ 190 
Bridgeport Brass Co............ 82-83 
Bridgeport Brass Co.. .120-121 
Buffalo Forge Co................. 23 
Buffalo Specialty Co.............. 132 
Champion Ignition Co............. 89 
Chicago Solder Co....... eee re 9 
Cincinnati Ball Crank Co..........186 
Clayton & Lambert Mfg. Co....... 2 
Clucker & Hixson Co........ avaukee 
Columbia Tire &.Rubber Co....... 95 
Goveoran Mig. Coviccsccccccccces 194 
Corcoran-Victor Co. The ......... 33 
Crawford Bile. Cok. csc ccccccaccs 20 
Cresent TOO) Cisocicsccexcuwnce 183 
Culver Stearns Mfg. Co........... 39 








Mill and Hardware Supplies Prices—October 3, 1921 


Saw Frames— 
enaee $3.50 12 im. ins. 


M. S. Taper Taps, No. 2 to 
eccactes 50-10-5% 








BARS—CROW— HAMMERS AND 
Steel Crowbars, 10 to 40 Ibs., SLEDGES— Iron adj., per dos.... 

» 7& 3 to $ Ib 60-10% Steel, adj., 8 to 12 in., ae 
Pinch Bars, 10 to 40 Ib., : el nial) 4 6.90 

7&8¢ GHD Benen esereees G10 Steel, adj., steel hdle., per doz.,. 
BELTING—LEATHER— OILERS— 5 Sr Rage 
From No. 1 Oak Tanned Butts. Steel, Copper Plated.. .60-10-5% tar H. S, Frame........ 20.22 
Belting, Ex. Hvy., 18 02..35% Chace, Been and Copper. .10% Adj. Pistol-Grip, per doz. .$19.09 
Belting, Heavy, 16 o2...... 40% Railroad, coppered........- 40% scnawe- 
Belting, Medium, 14% oz..40% Chace, Zinc Plated........ 40% ” Conch, Lag ané Jack— 
Belting, Light, 13 o2......- 50% Railroad, brass ...+--++ 20&5 %o a om 
Second quality, Sides...... 55% Coach, Gimlet Point...... 60-5 % 
Second Quality, Shoulders. .60% PICKS AND MATTOCKS— a ieee. 
Cut wand Lacing, webaie: | Retlvead ..ccccccccccvces 40-5 % Sentai list Seay 40-10% 
eee eee tetra eee eee 45% Contractor's Picks 


Losther Lacing Sides, per sq. 
ft. Raw Hide, No. 1 in- 
side 17 sq. ft. ‘and over. .47¢ 


Under 17 sq. ft.csseeeeceeee 45¢ 
Rubber— 
Competition (Low Grade) 50&10% 

WONEOTE .cccccccscocs 40&10% 
Cy GUD b consccudeoses 35% 
BLOCKS—Tackle— 

Common wooden........ 334% 
OE sniwdwieswiedohcs 334% 
Bolts— 


Carriage, Machine, &c.— 
Common Carriage (cut thread): 
% x 6, and smaller. ..40&10% 


Common’ Carriage (rolled 
thread): 
% x 6, and smaller. .50-10- ca 
Larger or longer....... 50- 
Phila, ome, $3.00 list. att 
Bolt Ends, H. P. Nuts..... 40% 
Machine (cut thread): 
% x 4, and smaller..... 60-5 % 
Larger or longer... .50-10-5% 
DRESSING—Belt— 


Liquid in gal. cans, gal..$3.00 
DRILL AND DRILL 
ocKs— 


Town Bit Stock......50-10% 
Twist, $, Taper and Straight 
Wise Genes Jobbers’ ond 'R. S. 
Blacksmith ......0+++ 50% 
Brace Drills for Wood *40-5% 


EMER Y—Tarkish— 


Out of market at present time. 
DOME UN av ccvvcdecs seh 


30-10% Discount 
ROPE— 
Eastern Retail Trade. Per Ib. 
Manila, % in, diam. and larger: 
Highest Grade......... 19%e 
Second Gradé.....ecceess 14¢ 
Hardware Grade 
Sisal, % in, diam. and larger: 
Highest Grade .......++. 23¢ 
Second Grade ... 20¢ 
Sisal, Hay, Hide and Bale "Rope S, 
Medium and Coarse: 
First Quality, 23%¢; ouat 


Quality wccccccescesees “ue 
Sisal, Torred, Medium Lath 

arns: 

First quality ....eeeeeeee 23¢ 

Second quality ...eeerees 20¢ 


Cotton Rope: 
Best 5/16-in. and larger, 


50¢ to 60¢ 
Medium, 6/16-in. and larger, 


47 @48¢ 
Third Gr., 5/16-in. and 
Varger wssccceseees 45 @46¢ 
Jute: . 
No. 1. “%-in. and * ewes 23¢ 


No. 2, %-in. and up....17¥%¢ 
SAWS AND FRAMES 
H 


ack— 
Saw Blades: 
We kecse ene . $4.32 
2 Givccces . 4.63 
Ae . 4.93 
9 im... a wcaed 5.55 
BD We caces rr 6.17 
i arr rere rc 6.78 
rr errr 7.40 
Oe ee cake news sce venae ee 


Machine— 
Cut Thread Iron, 
Flat Head or Round Head, 
50&10% 
Fillister or Oval Round Head, 
50&10% 
Fillister or Oval Head .40&10% 
Rolled Thread Iron, F, H. or 
| 2 eee 80-5% 
Fillister or Oval Head. .80% 
Rolled Thread Brass: 
Fe ie OF Me Biccicesste Se 
Fillister or Oval Head 60 % 


Set and Cap— 


Flat Head, Iron......... 75-5% 
ae | Ga net advance over 

COCR ESOC HOC CeCCED 25% 

Sq. Hd. Gabisevescens 60&5 % 

py * See 

%” and smaller... 75% 

%” and larger.. 50&10&5 ‘ G 
Fillister Head Cap. TTT Tere 45% 

Wood 


Flat Head, Iron....77%-20-10% 
Round Head, Iron... .75-20-10% 
Flat Head, Brass... .72'4-20-10% 
Round Head, Brass. . .70-20-10% 
Flat Head, Bronze. .55&10&10% 
Round Head, Bronze 

52Y4&108 10% 


STOCKS, DIES AND 
TAPS— 

A Se Oe ee + eee 6 25-S% 

Hand Taps, % to % . -45-5% 
7/16 fe %. ; P -4-5% 
% to ite cco s de 


me Tape, ee than m 


M. S. Taper Taps, larger.45-5% 

W ASHERS—Cast— 

Over %-inch, barrel lots, per 
100 Jb. 6.25 


Iron and Steel 


Size Bolt.. vs 4% Y% 
Washers $9.75 8.50 6.75 
Z 
6.50 to 
5 ‘ 
WRENCHES— 
Agricultural .. .--50-5% 
Alligator or C rocodile bweend 50% 
Drop ',  " } Seeepoeer 
Stillson pattern... -60&5% 
Genuine Walworth Stilison, 
624% 
METALS— 
Tin— 
Straits, Dig tenes th eae 29¢ 
| eer ee a -36@37¢ 


Copper— 
Lake Ingot ° 

Electrolytic 
Casting 





Spelter and Sheet Zinc— 
Western spelter 6@a6 
e 2OwWwe 
Sheet Zinc, No. 9 base, cast. . 
11%¢ open 12¢ 


Lead— 
American Pig Per Ib...5% 
ows Tr ¢ 
MP eé aces -Per Ib...64% @6%¢ 
Solder— 
ly " % guarantors ooee SOKO 
No. sen eeee ee 1B 
Reise’ Pda +2 LEME 
Price. o rhe tes indicated by 


Private brand vary according to 
composition. 
Babbitt Metal— 

Best grade, per Ib.......... 80¢ 
Commercial grade, per Ib....40¢ 
Antimony— 

per Ib. 
Alaminum— 


No. 1 Aluminum (guaranteed over 
99 per cent pure). in ingots for 
remelting, per Ib..... 29@31¢ 


Asiatic, 6@6Ke 





88 
Disco Electric Mfg. Co..........-- 177 
Henry Disstons & Sons, Inc....... 104 
Duluth Show Case Co........++-.- 165 
Eastern Rubber Co.........-+eee- 77 
Alena @ C0.65 65 60 os ewe eee 182 
Electrical Sales Co.........2..00. 105 
BR, SW OSS .g9.6.6:0'6) 0 2ic'onwln dees 37 
ee bo LOO icissncswsousoaseue 118 
Gardner Printing Co.............. 27 
1 ie, let, ea ee eee 185 
General Asbestos & Rubber Co..... 108 
General Tire & Rubber Co.........192 
Giant Grip Mfg. Co.........«se+ 188 
GAH BRT, iis soi nies cic edcsivwin eee 26 
Hardware Age............ceeee 86-117 
Hardware Tire Corp...........e0. 19 
Hart-Bell Mfg. Co., Inc........... 17 
ARR HOD. osisc 90.66 iee se ede ee 15 
The Hill Pump Valve Co.......... 90 
Georee [5 TGUmMe0 os os vend se chee 179 
ideal Clamp’ Mie. Co:sis. 0. icssee 38 
indians: TAIMD GOs «060 siccase ed se 91 
Indianapolis Air Pump Co......... 96 
International Stamping Co........ 29 
8: ©, Jonneot te BON... 2 osc oc ewe sine 125 
Judd & Leland Mfg. Co........... 5 
RR. Ris sols 6 ode coaawsaes 94 
Te ei Me a Oe en mee sree 10 
Re BE NOG is oo cine Ginh és habinn see 173 
E. A. Laboratories, Inc........... 99 
The LeCompte Co......ccccseseee- 135 
Rticttie Patel Geikkeedssbcccs owes 172 
The J. C. McAdams Sales Co...... 169 
The Mansfield Tire & Rubber Co...199 
Marquette Mfg. Co., Inc........... 168 
Mayhew Steel Products, Inc....... 31 
Metal Specialties Mfg. Co......... 35 
The Metal Stamping Co........... 102 
The Frank Miller Co... 0.03.00 124 
Milwaukee Auto Engine & Sup. Co. 
170-171 
Milwaukee Tank Works........... 189 
Mitchell & Smith, Inc............. 12 
Ae BR Master Be 0 siscc vswvases 80 
Prank Mossberg Co... ...6..600s006 112 
The Moto-Meter Co., Inc.......... 7 
National Standard Co............. 113 
National Standard Co..........+.- 114 
No-Leak-O Piston Ring Co........ 176 
North Bros: Mie. 00:0 6666 c0cens 36 
The Northwestern Chemical Co.... 4 
The Oaker & TOW Ceisisc cs vcascn 78 
Packard Hlectric Go... ..6..000080% 101 
Pennsylvania Piston Ring Co...... 6 
The N. A. Petry Co., Inc.......%65 134 
Polson Rewer Co....c.cececicccens 25 
eg | eo), a ee 16 
The Protex Signal Co............. 110 
Pullman Metal Specialty Co....... 28 
POPERG A. M00 ie. 6:05e ees 0's oa ss 
Rajah Auto-Supply Co............ 18 
NE GS ee eo 51-52 
GEE Biri 565s ci eevee 24 
eo a Sa er 92 
OSS ES a re 21 
Sidel-Rattner Mfg. Co., Inc........ 3 
Spencer-Smith Mch. Co............ 8 
eo. Waecewortn Staff......5..<ce00 97 
John T. Stanley Co., Inc.......... 32 
Stanley Insulating Co............ 198 
Stark-Inland Machine Works...... 191 
The Sterling Mfg. Co............. 109 
Templeton, Kenley & Co........... 175 
SS re 2 
Charles O. Tingley & Co........... 119 
Trico Products Corp.............. 13 


United States Chain & Forging Co. 38 
The Utica Compressor Co......... 163 
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Var Clest Bites ics ccc ccesevccre 195 
The F. W. Wakefield Brass Co..... 14 
Walden-Worcester, Inc......--++++ 69 
Walker Mfg. Co.......--+e-seeeee 197 
Walrath Glove Co.......+.+eeseeee 184 
Warner-Patterson Co........++++++ 85 
White Products Co..........---e6- 111 
Wolverine Lubricants Co.......... 100 
To” EAROPStONIeS.« 5.6 0.«:6.0:0 4 one oso 133 
ME SOS cig sce's kia sid opal weieteneie’ 93 
Tae Allow Co. GMs 6.000206 eed enes 166 
The Alvord Reamer & Tool Co..... 75 
The Bastian-Blessing Co.......... 126 
Tae Beeeer Cones ..5 6s cece s eased 122 
Coe-Stapley Mfg. Co.......c0scees 74 


Making the Windows Talk 

(Continued from page 54) 
thing or an unusual article comes 
upon the market and the small town 
hardware man sells it that this 
should be shown “through the eyes 
of the window.” This is the small 
town store’s one best bet for educa- 
tion and selling. 

“T get a great many of my adver- 
tising ideas from carefully studying 
HARDWARE AGE,” Mr. Aikman told 
the writer. Often the small dealer 
finds it hard to use the same plans 
of the big city store with its great 
window capacity, but with careful 
thought he can adopt the ideas that 
fit into his needs. 

Too often the window game is 
overdone, crowded, a confused con- 
glomeration of everything. Very 
infrequently it is underdone with 
too few articles. One of the best 
examples of the “single idea” 
window was a battery display re- 
cently in the Aikman left hand 
window. It was so simple that no- 
body could ever run past and not 
remember that this store sold Co- 
lumbia Batteries. In the right 
hand window at this time was the 
moving display of kitchen utensils. 
Aikman likes the effect of the mov- 
ing and still windows on either side 
of the entrance. He also changes 
from one to the other. That is, the 
revolving table is in the left hand 
window a week or two and then it 
goes to the other. 


Following the Markets 
(Continued from page 60) 


just because I needed their help on 
the rush days. During the war, I 
had to do a great deal of work alone; 
in fact, many a day I have gone to 
the office at 3 or 4 o’clock in the 
morning, not knowing whether I 
would have any help or not. Some 
days I had none, other days I had 
one or two helpers. 

Now I can get any number of men 
I want, but I don’t want so many 





October 6, 1921 


because I have found that I can get 
along without them. My plan now is 
to employ four men regularly, five 
on Friday, and eight on Saturday. 
It is not so difficult to get these 
extra helpers for the extra time | 
have mentioned, and I pay them 
wages only on the days they are 
actually needed. This, of course, 
reduces my help expense by a good 
many dollars a week, and that takes 
care of a good deal of what would 
otherwise be a loss on the lower 
prices I quote as the result of the 
market going down. 

My buying policy, of course, is in 
tune with the new market tendency. 
I buy as little as I can, but with the 
idea of maintaining a complete sup- 
ply of goods all the time. 


Washington Letter 
(Continued from page 74) 


him to throw up his hands, disarmed 
him and covered him while he re- 
quired Page to deliver the keys and 
pull the pouches to the door. The 
train was then approaching the place 
where the bandits had planned to 
throw off the mail and bandit Mor- 
ris required Page to open the door 
for this purpose. 

“Under the plans of the bandits, 
the time had now arrived for Mor- 
ris to kill Page. Accordingly, the 
inspectors, marshal and messenger 
opened fire and killed bandit Morris. 


Got This One, Too 


“The mail was then thrown off 
at the place where it was known the 
bandits had planned to get it. In- 
spector C. W. R. Long and L. W. 
Morris, with other agents of the 
Department of Justice and railroad 
and express agents were concealed at 
this point and endeavored to cap- 
ture bandit William T. Edwards, 
who was receiving the pouches. As 
they approached he opened fire on 
them and they shot and killed him. 
The pouches were put back on the 
same train and the train proceeded.” 

You will note that, like Bill Hart, 
Bill Hays does not care whether he 
gets them alive or dead. 

The hero of this little ruction, 
Alvin S. Page, has served twelve 
years in the Post Office Department, 
which he entered as a stenographer. 
He was for two years at the French 
front in one of the most hazardous 
lines of mail service ever attempted 
by any government. 

The Postmaster General has wired 
Page to come to Washington to be 
suitably rewarded, and Mr. Hays 
will also recognize the work of the 
other participants in the affair. 
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Electric Kitchen Power Unit 


One by one the various objectionable 
features of housekeeping seem to be 
eliminated, but then along comes the 
Reco Electric Kitchen Power Unit, 
which will mix bread dough or mayon- 
naise, stir cake batter, make frostings 
and dressing, beat eggs or whip cream, 
mash potatoes, grind nuts, spices or 
meat, drive the ice cream freezer and 
turn the food chopper. It has grinding 

















Reco Electric Power Unit 


and buffing wheels for sharpening cut- 
lery or polishing silver. All of these 
various labor items may be entirely 
eliminated with the use of the Reco, 
which is made by Reynolds Electric 
Co., 2650 West Congress Street, Chi- 
cago. 

The entire outfit is mounted on a 
substantial portable table that may be 
rolled over to a convenient light socket 
when wanted, and then when through 
the operator may roll it back out of the 
way. The table is ample for the vari- 
ous tasks outlined and the equipment 
includes the necessary gearing and 
shafts to do the work electrically. 

The powerful little electric motor 
furnished is capable of two speeds and 
will run when connected to the ordinary 
light circuit. The driving arm may be 
adjusted to any height as necessary. 


Dishwasher for Small Kitchens 


Feeling that compactness without 
sacrificing efficiency was a necessity in 
dishwashing machines, the Crescent 
Washing Machine Co., New Rochelle, 
N. Y., has placed on the market Model 
R, which has a washing capacity of 
1200 dishes per hour. 

It has a disappearing platform that 


lowers the rack of dishes from the 
working or table level to the washing 
position and, when clean, raises it 
again without effort on the operator’s 
part. The machine is 23 in. square 
and stands at table height. 

Due to its extreme compactness, it 
is expected that the new model will be 
adaptable to many restaurants and 
lunchrooms where no dishwasher could 
formerly be accommodated. It will also 
fill a need in hospital diet kitchens and 
at soda fountains. 

The top, which is made of pressed 
metal, raises in the same fashion as a 
phonograph cabinet. This action causes 
the rack of dishes to lift slowly from 
the tank. It is then directly in front 
of the operator. The weight of top and 
rack are counterbalanced, but the pres- 
sure of one finger opens or closes it. 
It is only necessary for the operator 
to place a rack full of dishes on the sup- 
porting frame, lower the top, wash and 
rinse them by simply moving a handle 
and remove the rack when the dishes 
are washed. It takes but 30 seconds. 
The automatic raising of the rack on 
the horizontal carrier is an entirely 
new departure in the construction of 
mechanical dishwashers. 

The new machine can be operated 





Crescent Model R 


even in a tight corner, or between up- 
right fixtures, such as a refrigerator 
and a bank of shelves. It is thoroughly 
practical for small space operation. 


Juvenile Auto Complete and 
Very Modern 


Knowing that the boy wants his auto 
an exact and faithful reproduction of 
his father’s big car, the Gendron Wheel 
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Co., Toledo, Ohiv, have kept their line 
of Pioneer Juvenile Vehicles thorough- 
ly up to dat 

The latest niode} 
not only has painted 


the Pioneer line 
engine with spark 
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Latest Pioneer Juvenile Auto 


plugs, a cooling fan, and a bumper in 
front, heavy artillery wheels with 
large cushion tires, but it also has a 
gear shift that works like a big car. 
It has a slanting windshield with reg- 
ular side wings or deflectors just like 
those found on the high priced cars of 
to-day. In the rear are a gas tank, a 
luggage compartment and a license 
plate. The seat is upholstered in imita- 
tion black leather. A spot light is hung 
from the windshield wings and on the 
steering wheel is a throttle lever. On 
the dash is a clock and speedometer 
and on the steering column a rooter 
horn is ready for instant use. The hood 
opens like on a regular car, exposing 
to view the imitation engine. A wind- 
shield cleaner is also supplied. 

The boy of to-day has a very well 
formed opinion,about motor cars and 
this latest Pioneer model is said to fill 
every requirement. 


Adjustable Tap Wrench 


Two new adjustable tap wrenches 
have been added to the Pilot Brand tool 























line made by the Consolidated Tool 
—. } 
Pilot Tap Wrench 
Works, Inc., 261 Broadway, New 
York. 


These wrenches are known as No. 70 
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and No. 80. The former will take taps 
up to % in. and the latter up to % 
in. Both are very handy wrenches, 
quickly and easily adjusted for taps, 
drills, reamers and all tools of a simi- 
lar nature; also for holding wire for 
filing. 

Both models are made entirely from 
solid bar steel accurately machined and 
with perfectly cut threads. Ground 
and polished finish. 


Combination Razor Hone 

With two honing sides, the new Pike 
Combination Razor Hone is very use- 
ful to the men in the family who shave. 
This is a product of the Pike Mfg. Co., 
Pike, N. H. 

One side of this hone is for rapid 
cutting and the other side for finishing 
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Pike Combination Hone 











the sharpening process, so that the 
blade requires but little stropping be- 
fore use on even the most tender of 
faces with the toughest of beards. 

The Pike Combination Razor Hone 
measures 2 inches by 4% inches. 


Two Electric Home Labor Savers 


Everybody likes home-made ice 
cream, but nobody likes to do the crank- 
ing required to freeze the batter. So 
Taylor Bros. Churn & Mfg. Co., Garri- 
son Avenue and North Market Street, 
St. Louis, Mo., has offered the trade 
an electric ice cream freezer obtainable 
in various capacities. 

This freezer is made strong with the 

















Taylor Bros. Electric Churn 


usual wooden bucket for the ice and 
salt and the metal cream container. 
The gearing that revolves the contain- 
er, however, is built to connect with an 
electric motor that is mounted right on 
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the same board as the freezer. If the 
customer has a washing machine with 
a motor or has any motor with a 
grooved pulley it is not necessary to 

















Taylor Bros. Electric Freezer 
purchase a separate motor for the 
freezer, as a belt or cord may be run 
between the two machines. 

The same company also makes an- 
other labor saver in the way of an elec- 
tric churn that is sold complete and 
ready for use. The outfit is carefully 
mounted on a board that contains the 
jar and the supports for the motor and 
the driving mechanism. A hand crank 
is provided for use as desired. A sub- 
stantial dash rod of steel treated to 
prevent rust or discoloration is used. 
The dash or paddle is of maple, very 
simple yet effective. 


Add Planes to Tool Line 


Hardware dealers will be interested in 
knowing that the Vaughan & Bushnell 
Mfg. Co., 2114 Carroll Avenue, Chi- 

















New V. & B. Plane 
cago, Ill., have added to their line of 
tools a variety of smooth, jack and 
jointer planes in sizes ranging from 7 
in. to 24 in. in length. 

The blades used are made from a 
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solid piece of vanadium steel and can 
be ground back to the slot in the blade, 
The castings are carefully milled and 
the handles are made from genuine 
walnut with a dull rubbed finish. 








Blown Fuse Easy to Detect 


When Protex fuses are blown the 
little window gets very black and 
there is never any doubt as to which 
fuse is gone. The replacement of 
fuses is a much disliked job with many 
who through unnecessary timidity have 
as little to do with the electrical sys- 

















Protex Fuse Plug 


tem as possible. It is said to be a 
common fault with many fuses to blow 
without giving any distinguishing 
mark. It is then necessary to remove 
all fuses and shake them or test them 
on circuits. 

Protex fuses are made by the Protex 
Fuse Works, 1623 East Forty-third 
Street, Cleveland, Ohio, in all standard 
capacities. These fuses may be re- 
moved or installed without touching the 
fingers to metal, as the top of the plug 
is made entirely of insulation. The 
fusing element is in clear view even in 
a dim light. 


See-Saw Suitable for Indoor Use 


Teeder-Todder is the new scientific 
see-saw, carefully made and_ suitable 
for use all year round, indoors or out- 
doors. It is adjustable to several sizes 
for children and is strong enough to 
support grown-ups. It is finished in 
blue and white enamel and measures 
25 in. high and 78 in. long. 

It is made by the Northwestern Toy 
& Mfg. Co., St. Paul, Minn. 






















Teeder-Todder 














